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Have YOU Started the ins Roll 
Savings Plan in YOUR Company? 


Plan Easy to Install 
Like all efficient systems, the Pay-Roll Savings 


Like a strong, healthy wind, the Pay-Roll Savings 


Plan is sweeping America! Already more than 
32,000 firms, large and small, have adopted the Plan, 
with a total of over seventeen million employees— 
and the number is swelling hourly. 


But time is short!..More and more billions are 


Plan is amazingly easy to install, whether your 
employees number three or ten thousand. 


For full facts and samples of free literature, send 
the coupon below—today! Or write, Treasury De- 
partment, Section C, 709 Twelfth Street NW., 
Washington, D. C. 


needed, and needed fast, to help buy the guns, tanks, 
planes, and ships America’s fighting forces must 
have. The best and quickest way to raise this money 
is by giving every American wage earner a chance to 
participate in the regular, systematic purchase of 
Defense Bonds. The Plan provides the one perfect 
means of sluicing a part of ALL America’s income 
into the Defense Bond channel regularly every pay- 
day in an ever-rising flood. 


Do your part by installing the Pay-Roll Savings 
Plan now. For truly, in this war, this people’s war, 


VICTORY BEGINS AT THE PAY WINDOW. 


Vi PosiTION - - 
=! ANY N AME 


MAKE EVERY PAY-DAY...BOND DAY! 


U.S. Defense BONDS * STAMPS 


FRIDAY, APRIL 10, 1942 














No— it wasn’t his letter that put this policyholder’s 
picture on the front page of Home Life’s 
82nd Annual Report! 


cerely» 


y.F. arpogsst 


No, it wasn’t the letter—for, as proud as we are of it, it’s 
only one of thousands which Home Life’s Planned Estates 
representatives have received. 

What did prompt us to use Mr. Arbogast’s picture was the 
fact that he’s a typical Home Life policyholder. Successful news- 
paperman and father of three children, he personifies the better- 
than-average buyer of life insurance whom Home Life serves. 
Geographically, too, he fills the bill for he lives in Washington, 
D. C.—the very nerve-center of our world-at-war today. 

Important as it is to present for this policyholder’s benefit 
(and thousands like him) an accurate and easy to understand 
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+ + for this busy Home lite 


holder, 
4s this 82ng Ponder ovsands like him, 


report of the Company’s financial progress during the year— 
SO too is it important that policyholders be informed and re- 
minded of the prestige and helpfulness of the Field Force. A 
large section of Home Life’s 82nd Annual Report, accordingly, 
explains the capabilities and services of the Company's Field 
Underwriters. 

Home Life will be glad to send any life insurance man a copy 
of this report, the fifth in line of this Company’s effort to effec- 
tively recognize that annual reports can be used to improve 
public relations between policyholders and the Field. Write 
W. P. Worthington, Vice-President and Supt. of Agencies. 





HOME LIFE INSURANCE COMPANY 


256 Broadway, New York 


Ethelbert Ide Low, Chairman of the Board 
William P. Worthington, Vice-Pres. and Supt. of Agencies 


James A. Fulton, President 
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Hope Congress 
Will Clear Up 
Tax Uncertainty 


Many Holders of Large 
Policies Are Making 
Changes in Setup 


NEW YORK—Agents and 
agents with big policies on their books 
are hopeful that the new 
will clear up the uncertainty 
the taxability of insurance in excess of 


general 


revenue bill 
regarding 


the estate tax exemption, as the situa- 
tion is causing many holders of large 


policies to drop their existing coverage 
and take new insurance if they are insur- 
able, or, if they are not, to take reduced 
paid up insurance. 
ance is taken out someone other than 
the insured pays the premium, since this 
is the only way under Treasury decision 
5032 to make sure that the proceeds will 
not be subject to inclusion in the general 
estate for tax purposes. 

Until Treasury decision 5032 became 
effective life insurance had been re- 
garded as free of estate tax liability if 
the insured had given up all incidents of 
ownership. However, T. D. 5032 held 
that taxability was determined by who 
paid the premiums. If a policy had been 
in force for 12 or 15 years before the 
effective date of T. D. 5032 a large per- 
centage of it would be taxable even 
though the insured paid none of the pre- 
miums from T. D. 5032’s effective date 
until his death. 


In case new insur- 


Typical Case Given 


In the case of a policyholder who is 
no longer insurable and having $100,000 
of taxable insurance on his life he would 
receive only half of that amount if he 
were in a 50 percent estate tax bracket. 
By taking paid-up insurance he gets per- 
haps $30,000 of tax exempt insurance if 
he has none of the incidents of owner- 
ship. Even if the $30,000 would be tax- 
able the insured in such a case usually 
reasons that he is better off if his estate 
receives $15,000 out of $30,000, if he is in 
a 50 percent tax bracket, rather than 
continue paying premiums on $100,000 
with the hope of realizing only $50,000. 
Assuming that he is paying about $3,000 
a year premiums in 10 years he saves 
$30,000 by the paid-up course. Assum- 
ing that he lives 10 years, he saves this 
$30,000 in premiums and the estate gets 
a net amount of $15,000, making a total 
almost as large as the estate would have 


received had he continued paying pre- 
miums on the full $100,000. 
While it may be argued that the 


Treasury decision 5032 will not hold up 
in court the insured and his counsel 
argue that while that may be true the 


law today is as laid down in T. D. 5032. 
Twisters Not Active 
This situation does not seem to be 


aggravated by the work of twisters but 
arises mainly from the fact that today 


New York Life's New Course 
a Milestone in Education 


NEW YORK-—Significant not only in 
its own right but as a milestone in the 
progress of life insurance education, 
New York Life’s new educational course 
is notable alike for its contents and for 
the administrative procedure which as- 
sures that every new agent must take 
the course and pass the examinations. In 
fact, each new agent, at the time he 
signs his agency contract, also agrees in 
writing to complete the course and take 
the examinations within a_ specified 
length of time. It is believed to be the 
first time that a life company has re- 
quired the prospective agent to sign such 
an agreement. 

Vice-president Griffin M. Lovelace de- 
veloped the program. For the last two 
years the company has been organizing 
the administration of the study course, 
preparing the text book and field train- 
ing manual and training special instruc- 
tors to help agency directors organize 
the course of instruction and the train- 
ing program. A. L. E. Crouter is in 
charge of the administration of all de- 
tails of the course and the examinations 
at the home office. 


Responsibility Allocated 


Not the least important feature of the 
new setup is that responsibility for sec- 
ing that these educational requirements 
are met now rests with the home office. 
This leaves agency directors and agency 
organizers free to concentrate on train- 
ing and supervision. They need devote 
only a small part of their time to the 
purely educational side. In this connec- 
tion the company has prepared a new 
field training manual to coordinate the 
educational course with the agent’s prac- 
tical experience in the field. Thus the 
agent earns while he learns. 

With the home office responsible for 
the educational side, which involves the 
acquisition of knowledge about life in- 
surance and the sales process, and the 
agency charged with training, which is 
the practical application of what has 
been learned and the development of the 
necessary skills in the sales process, 
there is little chance for these two essen- 
tial functions to become confused. Both 
education and training are vital to the 
success of a career agent but an excess 
of one does not compensate for too little 
of the other. It is obviously easier to 
avoid this type of situation when there 


the man of means is extremely tax con- 
scious. Also suggestions come from 
trust officers. While many of the large 
banks would hesitate to give out advice 
inimical to life insurance yet as a trustee 
such a bank necessarily feels that it has 
assumed some responsibility and might 
feel itself guilty of laxity if it did not 
bring this situation to the attention of 
those who have set up trust accounts. 

The Treasury’s latest suggestions for 
revising the estate tax law on life insur- 
ance proposed to make the test of tax- 
ability not only who paid the premiums 
but also whether the insured had com- 
pletely divested himself of all incidents 
of ownership. If this proposal becomes 
law the difficulties of conserving large 
insurance policies would become much 
greater than at present. 


is a distinct line between education and 
training. 

The new course differs from the ear- 
lier one in both form and content. The 
old course consisted of 10 pamphlets, 
each on a specific subject. The new one 
is contained in two loose-leaf volumes. 
The first of these deals with the theo- 
retical and technical aspects of insur- 
ance, history of the company, ethics, 
needs for life insurance, the New York 
Life contracts, instructions to agents 
and a question and answer section based 
on questions that have been asked on 
various state licensing examinations. 
The second volume deals with selling 





GRIFFIN M. LOVELACE 


and includes prospecting, the interview, 
work habits and human interest motiva- 
tion. There are 24 pages on the han- 
dling of objections and 44 pages on the 
technique of closing. 

For each chapter of the course there 
is a review test of the completion type, 
consisting of a number of sentences con- 
taining blanks in. which the agent fills 
in the appropriate words. These review 
tests are not examinations in the ordi- 
nary sense for an agent is free to consult 
the text if he wishes. It is immaterial 
if he looks at the text, for the primary 
purpose of the review test is to help the 
agent learn the text matter. It also 
shows the agency man in charge that the 
agent has been over the material at least 
once. 


CERTIFICATES ISSUED 








After an agent has completed all the 
review tests, the branch office notifies 
the home office, giving the agent’s name, 
and the first set of examination ques- 
tions is prepared and mailed to the 
branch office for that agent. These ex- 
aminations are given under regular ex- 
amination conditions and there is no op- 
portunity. to consult texts Or notes. 
Then, using a basis that is specified in 
detail by the home office, the branch of- 
fice grades the examination paper and 
sends it to the home office, where it is 
reviewed and the results of the exami- 
nation filed with the agent’s record. 
There are six examinations in all and if 
the grades are all satisfactory and the 


Tax Presentation 
in Washington 
Well Organized 


Zimmerman Expounds 
N.A.L.U. Position Before 
Ways & Means Group 


C. J. Zimmerman, general agent Con- 
necticut Mutual, Chicago, and chairman 
of the federal law and legislation com- 
mittee of the National Association of 
Life Underwriters and a woman life in- 
surance beneficiary from Little Rock, 
Ark., were scheduled to testify Thurs- 
day afternoon of this week before the 
House ways and means committee on 
federal and life insurance. All 
phases, except those dealing with in- 
come taxation of companies themselves, 
were slated for discussion. 

A number of large charts had been 
prepared to show that the $40,000 life 
Insurance exclusion was reasonable in 
1918 when it was adopted and that it is 
even more logical today because of the 
lower return on funds. 


Statement Being Submitted 


taxes 


To supplement the oral testimony a 
statement has been prepared giving the 
National association’s position on the 
$40,000 exclusion; clarification of the 
criteria of taxability of insurance pro- 
ceeds; the Disney amendment to ex- 
clude from the gross estate life insur- 
ance proceeds earmarked for paying 
federal estate taxes; inclusion as capital 
gain of the difference between proceeds 
and consideration where the taxpayer 
has purchased a policy on the life of 
another; accruing renewal commissions 
as income in the year of death in com- 
puting income taxes, and income tax al- 
lowances on premiums paid for insur- 
ance to protect dependents. 

In addition to Mr. Zimmerman, M. 
M. Goldstein was scheduled to be 
heard. He is general agent of Con- 
necticut Mutual in New York and a 
pension trust expert. The woman 
beneficiary testifying is Mrs. H. H. 
Kirby. 

L. K. Crippen, vice-president of 
Acacia ‘Mutual Life, was also in the 
list to be heard as was C. M. Howell, 
ts president of Pyramid Life of Kan- 
sas City and H. L. Ekern, president of 
Lutheran Brotherhood, but, it is as- 
sumed they were to speak on fire-cas- 
ualty tax proposals. 


other requirements have been met, a 
suitable certificate is issued to the agent. 

At present considerably more than 
1,000 new and old New York Life 
agents are taking the educational course 
and more than 200 have already com- 
pleted all the review tests and are now 
taking the examinations. A number of 
agents and agency men have completed 
the examinations and certificates will be 
presented to them shortly. In some 
branch offices all the employes are tak- 

(CONTINUED ON PAGE 8) 
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Carroll C. Day Left Impress 


To Oklahoma Leader Are Credited Orr for Trustee 
Important Life Insurance Contributions 





At the request of the editor of THE Na- 
TIONAL UNDERWRITER, 4. Rk. Jaqgua, assoct- 
ate editor of the Diamond Life Bulletins, 
has set down these observations about Car- 
roll C. Day, famous general agent in Okla- 
homa City for Pacific Mutual Life. 


By A. R. JAQUA 


Just a few weeks ago, Carroll was pre- 
siding officer at the Oklahoma sales con- 
gress, and during luncheon we discussed 
at length each other’s plans for the com- 
ing five years. No one knows in how 
many meetings Carroll was either the 
presiding officer or the feature speaker. 
He was known from coast to coast. His 
dynamic personality, and his philosophy 
of life and selling endeared him to audi- 
ences everywhere and of all classes. 

He talked before the National Associ- 
ation of Life Underwriters, before sales 
congresses, before state meetings, before 
dozens and dozens of association meet- 
ings and agency meetings, before many 
a Kiwanis, Rotary, Exchange, Lions and 
other business and social clubs; he had 
addressed a great many meetings of 
salesmen in industry at the request of 
sales managers. For years he was the 
driving force at hundreds of Oklahoma 
City and Oklahoma state meetings in 
Community Chest work, boys’ groups, 
father and son groups and all manner of 
community activities 

As long ago as 1931, Oklahoma City 
voted him its “most valuable citizen” for 
“his unselfish leadership in behalf of the 
helpless, the jobless and unfortunate in a 
year of economic distress.” His avoca- 
tion was social service; his vocation 
was life insurance, and since life insur- 
ance is “social service” Carroll was one 
of the rare fortunates whose vocation 
equaled his avocation. 


Recalls Milwaukee Speech 


Strange that we shall no longer be 
privile ged to see Carroll mount the plat- 
form or hear and feel that vibrant per- 
sonality. I remember at the national 
convention in Milwaukee how Carroll 
waved aside the microphone and thrilled 
a vast audience with his “A Philosophy 
of Living”—a speech which I have heard 


with some variations perhaps eight 
times, enjoying it each time more than 
the previous time. We reprinted that 


speech in a booklet, “Little Red Wagons 
and Little Red Boots,” and it has helped 
the thinking of thousands of life under- 
writers and their prospects. If it is any 
satisfaction for a man to know when he 
is gone that he has helped the thinking 
of many men in their attempts to build 


an economically secure life, then Carroll 
Day in that one speech won as much 
immortality as any man can ask. 


Do you remember how he used to step 
to the blackboard, take the chalk in his 
left hand and after writing a few words 
or drawing a few pictures, say: “This 
isn’t as awkward to do as it looks”? 

It is always interesting, when a great 
man passes on, to consider what were 
his major achievements. So far as life 
insurance is concerned, let us list four: 


Pedestal of Life Insurance 


First, perhaps, was his contribution to 
the idea of life insurance as property. 
Can any one who ever heard him forget 
his comparison of the Zulu. tribal plan 
for meeting the hazards of death, dis- 


ability and old age with the life insur- 
ance plan for meeting those hazards? 
“Property was born because men like 


you and me, with love for family, with 
ambition for self, had to plan for the 
maintenance of income—today and _ to- 
morrow.” 

“Go to the pedestals of 
stocks, bonds, mortgages, real estate, 
rentals, building and loan, syndicates for 
investors, etc——lay down your engineer’s 
specifications and you will wind up at 
the pedestal of life insurance.” 


property— 


Second, no man in life insurance has 
done so much to further the idea that 
life underwriters must build prestige. He 
had—and gave freely to the life insur- 
ance fraternity—literally hundreds of 
prestige-building and motivating stories: 
“prestige for the right to talk,” “prestige 
to measure and diagnose,” “prestige for 
the right to make recommendations.” 
Fifteen years ago Carroll was talking 
about building prestige and about moti- 
vating stories, and he never ceased to 
talk about them or tell them. And tens 
of hundreds of life underwriters are bet- 
ter life underwriters and better salesmen 
today because of those efforts. 

Third, Carroll made a magnificent 
contribution to his company—the Pacific 
Mutual. In the trying days of the reor- 
ganization, he stood as a pillar and when 
stability had been achieved Carroll, 
helped by a few selected general agents, 
practically wrote the sales manual for 
his company. 

Fourth, his social service. “Never was 
there a bad boy. He may be bad be- 
cause of environment or because of so- 
ciety’s refusal to understand him, but 
never was there a bad boy.” The man 
who could say those words, founded on 
a conviction resulting from years of 
work in research, is a pretty good guy. 
He put a burr under many a self-satis- 
fied and smug’ social service worker, 
minister, economist, professor. If it be 
that a genuine and sincere love for chil- 
dren; children of all ages, creeds and 
classes; if it be that an overwhelming 
desire to see that every boy and every 
girl got a decent chance in life; if it be 
that thousands of hours of work and ef- 
fort helping a community become a bet- 
ter place in which to live—if those 
things are according to Biblical injunc- 
tion and have merit, then Carroll Day 
built up vast treasure for himself in 
heaven. 


Vetoes Bill to 


Permit Industrial 
Endowment Revival 


Governor Lehman of New York has 
vetoed the bill that would have per- 
niutted revival of the sale of industrial 
endowment insurance in New York on 
the monthly payment plan. In vetoing 
the measure, the governor said that 


many of the abuses of industrial insur- 
ance have been corrected by law and by 
administrative reforms voluntarily insti- 
tuted by the insurers. One of the worst 
abuses, he continued, was in connection 
with weekly industrial endowment in- 
surance and that type of policy may no 
longer be written in New York. To 
permit industrial endowment cover again 
to be written, even on a monthly plan, 
would, he declared, be a step backward. 
“Endowment insurance is the most ex- 
pensive type of insurance. It should be 
written on the ordinary, not the indus- 
trial plan,” he asserted. 


State-Wide Union Vote in N. Y. 

BUFFALO—Although already winner 
in a state labor relations board election 
in the Greater New York area, the CIO 
United Office & Professional Workers 
have agreed to a state-wide collective 
bargaining election among 4,000 agents 
of Prudential. 

The agreement was reached with the 
aid of Prof. Jerome Michael of Colum- 
bia University, investigator for the Na- 
tional War Labor Board, to which the 
dispute had been certified at the media- 
tion request of the union to avert strike 
action, 

The date for the state-wide election 
will be set shortly after it has been de- 
termined under whose auspices the elec- 
tion will be held. 





Cienmeaiag for 


Is Organized 


Formal announcement is made by the 
Philadelphia Association of Life Under- 
writers that a campaign is to be con- 
ducted in behalf of Clifford H. Orr for 





CLIFFORD H. ORR 


election at Minneapolis this summer as 
a trustee of the National Association 
of Life Underwriters. 

The Philadelphia association appointed 
Aaron C. F, Finkbiner, general agent 
of Northwestern Mutual, as chairman 
of the C. H. Orr for trustee committee. 

Philadelphia has not had a National 


trustee for the past 18 years and is 
“due” for recognition, Mr. Finkbiner 
said. 

Mr. Orr has served through all the 


important committee chairmanships and 
official posts in his own association, in- 
cluding the presidency, and is at present 
its national committeeman. He has like- 
wise served in important committee ca- 
pacities in the Pennsylvania state asso- 
ciation and_ is currently its eastern 
vice-president. He is president of the 
General Agents’ Association of National 
Life of Vermont, is chairman of the 
N, A. L. U. defense bond sales campaign 
in the middle Atlantic district, and is 
president of his home town Civic Asso- 
ciation at Wynnewood, Pa. He is a 
past president of the Philadelphia C. L. 
U. chapter. 


Good Time for Women to 


Enter Life Insurance 


NEW YORK.—Suggestions on sell- 
ing in today’s life insurance market were 
made by C. J. O’Connell, field secretary 
New York Life, in an address before the 
League of Life Insurance Women of 
New York. Women are in an enviable 
position to go into life insurance, he 
said. Many men have left the business 
for military service or defense work. 
There are fewer agents and the average 
agent is writing more business. The 
agent must be well informed, especially 
now, Mr. O’Connell stated. He must be 
familiar with the provisions of the social 
security act and how life insurance fits 
in. He pointed out that the man who 
has earned an average of $100 monthly 
will at 65 receive about 34 percent of his 
income from social security. The man 
earning $250 monthly, however, will 
only receive about 21 percent of his in- 
come. 

The agent must understand the pur- 
pose and use of settlement options. The 
widow would find a letter describing the 
advantages of the settlement options in 
her husband’s policies very helpful, and 
he read a suggested letter addressed to 
the wife by a husband which could be 
used. The letter should be kept with 
the policies. 
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North Conteal Canc 
Program Announced 


Advertising Men Will 
Discuss Subjects Perti- 
nent to Present Conditions 


An interesting program has been ar- 
A a 


ranged for the North Central Round 
Table of the Life Insurance Advertisers 
Association, to be held at Excelsior 


Springs, Mo., April 23-24. 

Highlighting the program will be a 
keynote address by W. T. Grant, presi- 
dent of Business Men’s Assurance. The 
theme of the meeting will be “Placing 
Our Shots for the Duration,” and Mr. 
Grant will view the subject from the 
management angle. 

Other speakers include D. R. Alder- 
man, vice-president Kansas City Life, 
who will discuss “Who Are Our Pros- 
pects?” R. B. Reynolds, secretary 
American Mutual Life, on “What Will 
We Sell?” Jack R. Morris, director of 
sales promotion of Business Men’s As- 
surance, on “Prospecting,” and M. J. 
Mullen, director of publicity General 
American Life, on “Contests.” 


Other Speakers Announced 


F. J. O’Brien, director of sales pro- 
motion Franklin Life, will speak on 
“Field Publications and Agent’s Pub- 


licity’”; George Pease, Equitable of Iowa, 

“Printed Circulars and Sales Mate- 
rial’; O. R. Tripp, treasurer and adver- 
tising manager Ministers Life & Cas- 
ualty Union, on “Direct Mail Selling,” 
and Fred L. Fisher, advertising mana- 
ger Lincoln National, on “Media Adver- 
tising, National and Local.” 

Because of the importance of consid- 
ering the war in its relationship to the 
life insurance business in general, the 
committee decided to avoid mechanical 
and technical discussions as much as 
possible, and to concentrate on the fun- 
damental procedures affecting the sale 
and promotion of life insurance during 
the present emergency. 

The two-day session will be brought 
to a close by a talk on the problems en- 
gaging the attention of life advertising 
men by Clifford DePuy, editor “Under- 
writers Review. 

The committee in charge includes FE. 

Wescott, advertising manager Bank- 
ers Life of Nebraska, general chairman: 
M. J. Mullen, General American Life; 
O. R. Tripp, Ministers Life & Casualty 
Union; J. J. Prather, Guarantee Mutual 

O’Brien, Franklin Life. 


Eeite, and FE. J. 
Home Life, N. Y., Issues Its 
Report in Magazine Style 


Adoption of a business magazine style 
has made the annual report of Home 
Life of New York to its policyholders 
a very human document. It bears no 
company insignia, nor picture of the 
home office building on the front cover. 
Instead there is a picture of a typical 
Home Life policyholder, W. F. Arbo- 
gast, Washington newspaper man con- 
nected with Associated Press, assigned 
to the House of Representatives. He 
was selected because his age, family re- 
sponsibilities, executive position and in- 
surance owned matched the average of 
such figures derived from a survey of 
policyholder data. 

The 1940 statement was in the form of 
an eight-page newspaper. The 1941 edi- 
tion handles in digest form the report 
as to financial status, operations, etc., 
with illustrations in the form of inter- 
esting charts and tables. 








Franklin Life Cancels Convention 


On the basis of voting by agents of 
Franklin Life, the company has called 
off its agents’ convention planned for 
Estes Park in July, and cash awards 
will be made to qualified agents equiva- 
lent to the convention cost. This will 
not, according to President Chas. E. 
Becker, establish a precedent for 1943 
or subsequent vears. 
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Ford Case Not 
Indicative of Trend 
in Group Insurance 


In spite of the C. I. O. automobile 
workers’ union taking over the group 
coverage on the Ford Motor Company’s 
unionized employes, there seems to be 
no effort of either the C. I. O. or A. F. 
of L. unions to bring about similar 
changes. The Ford transfer was not 
due to union activity but to the Ford 
company’s having dropped the coverage 
on its employes who were members of 
the union but there has been much spec- 
ulation as to its effect as a large-scale 
precedent. 

As far as the unions are concerned the 
main consideration is getting the best 
deal for the union and its members. The 
unions feel that there is some advan- 
tage in having the group contract in 
their own hands, for this insures among 
other things that no employer can arbi- 
trarily cancel the coverage. On the other 
hand, if the employer is making a sub- 
stantial contribution to the group plan 
as holder of the master policy the unions 
regard this as all to the good. 


Dividend Is a Factor 


In cases where the employer is receiv- 
ing back in dividends on the group con- 
tract an amount equal to or greater than 
his contribution the union may raise the 
question of taking over the coverage. In 
New York state, incidentally, a law pre- 
vents an employer from receiving more 
in dividends than he contributes to the 
plan. 

Whether the master contract’s being 
in the employer’s control binds the em- 
ployes to the employer more closely at 
the expense of their loyalty to the union 
does not appear to concern the unions 
very much. 

Under the Ford union cover, to get the 
insurance a person must not only be a 
member of the union but a Ford em- 
ploye. The Ford company checks off 
the premium as it did when it was itself 
the contracting party. ’ 

All employes of Ford in the continen- 
tal United States and Canada including 
those in the new bomber plant at Wil- 
low Run are eligible for group insur- 
ance being written under two contracts 
with John Hancock Mutual, according 
to an announcement by the company. 
This seems to indicate that the contract 
with Travelers for the non-union group 
did not go into effect. Members of the 
union, which has a closed shop agree- 
ment with Ford, have been insured un- 
der one contract, the union contributing 
toward the premiums and the non-union 
members under another contributory 
contract with the Ford Motor Company. 
Premium collections will be handled by 
the Ford Motor Company through pay- 
roll deductions. 

The same coverage, with the same 
employe contribution, is offered to both 
groups. It includes group life, group ac- 
cident and sickness, group surgical and 
group hospitalization. More than 100,- 
000 employes are eligible at present, but 
due to the shift from automobile produc- 
tion to all-out war effort, it is estimated 
the total number eligible will be more 
than 200,000 before the end of the year. 





Clarifies Service Men’s Status 


SAN FRANCISCO—The California 
department has issued a statement on 
the status of agents and brokers while 
in military service. 

It stresses that the license of a per- 
son inducted into military service re- 
mains in effect and need not be re- 
newed during the entire period of mili- 
tary service, and for at least six 
months after termination of such serv- 
ice. If such a person desires to desig- 
nate someone else to act under a certifi- 
cate of convenience for the purpose of 
conserving his business, he should do 
so prior to induction. His personal 
signature is required in the letter of 
designation, if one is used. 


Insurance Payments 
Made So Far in 1942 


Cash Surrenders Are 
Down 26.8 Percent Com- 
pared with Year Ago 


Life insurance payments to American 
families resulting from death claims ag- 
gregated $74,057,000 during February, 
bringing the total for the year to date to 
$161,521,000, the Institute of Life Insur- 
ance reported. 


New Low Rate for Surrenders 


Emergency calls for cash surrender 
values, which reached a new low rate 
last year, continued to decline, dropping 
26.8 percent below the total for Febru- 
ary, 1941, a reflection of the greatly im- 
proved financial status of the bulk of 
American families. 

In February, in spite of the 26 per- 
cent improvement over last year’s low 
rate, emergency situations resulted in 
the call for $36,856,000 in cash surrender 
values, which is at an annual rate of 
$442,272,000. 


Paid Living Policyholders 


Payments to living policyholders to- 
talled $112,448,000 in February and 
$240,933,000 for the year to date. 

Total payments to policyholders and 
beneficiaries for February were $186,- 
505,000, bringing the total for the year 
to date to $402,454,000. 

Total payments for February and the 
year to date were as follows: 

Feb Year to date 





Death benefits ..$ 74,057,000 $161,521,000 
Matured endowts. 21,061,000 45,488,000 
Disabil. pymnts.. 7,581,000 16,459,000 
Annty. payments 12,664,000 29,031,000 
Surrender values 36,856,000 75,250,000 
Dividends to pol- 

icyholders .... 34,286,000 74,705,000 

PRONGIE ds: cidicte oe $186,505,000 $402,454,000 


Administrator Hines 
Opposes Disability 


Cover for Soldiers 


LANSING, MICH.—Frank T. Hines, 
administrator of the U. S. Veterans’ Ad- 
ministration, in answer to the Michigan 
legislature’s resolution advocating inser- 
tion of total and permanent disability 
provisions in government life insurance 
covering the nation’s armed forces, holds 
that “it would be unwise to inject posi- 
tive disability benefits.” 

“Manifestly such benefits would con- 
stitute an additional gratuity at the ex- 
pense of the government unless an ade- 
quate extra premium were charged for 
the cost of such disability insurance,” 
he stated. Gratuities can be distributed 
much more economically and equitably 
through application of the compensa- 
tion and pension system, he said. 


Unsound and Inequitable 


Conditioning the payment of disability 
benefits upon a voluntary contract of 
insurance “is unsound and inequitable 
in that it favors those who are economi- 
cally situated to purchase such insur- 
ance whereas those less fortunate, and 
usually in greater need of this bounty, 
must be satisfied with a smaller share, 
assuming they have the means of carry- 
ing a small insurance policy over a long 
period, or no bounty at all if, as fre- 
quently is the case, they are unable to 
carry any insurance.” : 

Those permanently and totally dis- 
abled from an injury or disease incurred 
in line of duty during the present war 
will receive pensions of $100 each month 
but no provision has been made for dis- 
ability not incurred in line of duty. 

Mr. Hines pointed out that the pres- 
ent government insurance program 1s 
primarily aimed at restoring to service 
men the status on insurability which 
they lost by serving in the armed forces. 








income feature. 


about $1,800. 


endowment having matured, 


Her age is 62. 


kind of investment. 


amount as long as I live. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








WHAT SAVINGS DID 


A buyer in a department store, she insured in 1922 at age 
42.—a 20 Year Endowment for $5,000 with the disability 
The gross annual premium was $284.40. 
She paid her premiums, less dividends, until 1939, when she 
became totally and permanently disabled. 

Before disablement she had paid total net premiums of 
The company has paid her about $7,200 in 
disability monthly income payments plus $600 in dividends, 
and has waived about $3,400 in premiums. And now, the 


cease, and the company has credited her account with $5,000 
from which she will continue to draw a monthly income. 


She says, “At the time I bought this policy I felt that I 
had been persuaded to put too much of my savings into this 
In addition to keeping up my endow- 
ment insurance I saved some money and bought $2,500 of 
stock in the store in which I worked. Later also I put money 
into an immediate annuity which has paid me $63 a year 
since the time I bought it and will continue to pay that 


“The department store went broke and I lost all of my 
32,500. For 10 years the only income I have had is the $50 
a month disability income plus the annual dividend and the 
$63 annually from the annuity. 
have been possible for me to have kept my self-respect the 
past decade had it not been for life insurance.” 


+ ¢ + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


disability income payments 


I don’t know how it would 


JOHN A. STEVENSON 
President 














Statistical People 
Announce Program 


Annual Conference Plans 
Number of Valuable 
Papers 


_The program for the annual meeting 
of the Insurance Accounting & Statis- 
tical Association to be held at the New 
Hotel Jefferson, St. Louis, April 22-24, 
is announced. The reception committee 
consists of representatives from the 
American Automobile, St. Louis Fire 
& Marine, Joseph Froggatt & Co., Utili- 
ties Insurance Company, General 
American Life and Millers Mutual Fire 
of Alton, Ill. B. H. Miller, of the State 
Farm Life of Bloomington is presi- 
dent; F. H. Eyler, General American 
Life, vice-president; R. O. Clark, as- 
sistant actuary Farm Bureau Life, 
secretary-treasurer; R. L. Hughes, 
Guarantee Mutual Life, assistant secre- 
tary-treasurer, 

The welcome address will be given 
by General Counsel P. B. McHaney, 


General American Life. President 
Miller wiil give his address. L. R. 
Menagh, comptroller Prudential, will 
talk on “Improvements in Insurance 


Accounting.” R. H. Matthias of the 
law firm of Ekern, Meyers & Matthias 
of Chicago will speak on “Taxes as 
They Apply to the Business of Insur- 
ance.” F. J. O'Leary, comptroller St. 
Louis Fire & Marine, will speak on 
“Personnel Problems and _ Possible 
Solutions.” 


Walker Life Section Chairman 


On the afternoon of the first day, J. 
P. W alker, Jr., assistant secretary South- 
land Life, and director of the life sec- 
tion, will be chairman. G. H. Hamilton, 
Phoenix Mutual Life, will speak on “Due 
and Deferred Premiums”; J. P. Murphy 
Equitable Life of Des Moines, on “Pre- 
miums Paid in Advance”; H. B. Hill, 
auditor Commonwealth Life of Louis- 
ville, on “General Ledger Accounting”; 
C. A. Herschel, manager industrial pol- 
icy department Colonial Life of Jersey 
City, on “Debitizing of Monthly Pre- 
mium Paying Business.” This will be 
dicussed by Assistant Actuary F. W. 
Campbell of John Hancock Mutual Life. 

On the second afternoon the chair- 
man will be I. H. Wagner, comptroller 
3usiness Men’s Assurance, association 
publicity chief. Speakers will be R. z 
Lockrey, statistical division supervisor 
London Life of Canada, on “Group In- 
surance”; C. S. Cadwell, Minnesota Mu- 
tual Life, on “Destruction of Punched 
Cards”; George Westerman, Alliance 
Life, on “Reinsurance.” There will be 
a panel discussion on “Agency Persist- 
ency by. G. L. Runyan, American 
United Life; F. C. Heidemann, tabu- 
lating supervisor Guarantee Mutual 
Life, and I. }W. Kimmerle, Northwest- 
ern National Life. 

The fire and casualty sessions were 
held Thursday and Friday afternoons, 
there being simultaneous sessions. 





Add to Hartford Work Week 


_ Several of the Hartford companies are 
increasing the work week at the home 
office in order to compensate for the 
loss of men into military service and 
men and women into defense industries. 
For instance, Travelers during July and 
August will add a half hour to each 
working day, the schedule being 8:15 to 
4:15. It will continue to close on Satur- 
day, however. 

Connecticut General Life will add a 
half hour to the regular working day 
during the summer with office hours 
from 8:30 to 5 p.m, and will be closed 
Saturday. Connecticut Mutual Life will 
operate on a five day basis from 8:30 
to 4:30. 

National Fire commencing April 15, 
will add a half hour to the working day 
and go on the five day week with hours 
from 8:30 to 4:55 p.m. 
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Frank Discussion of 
Future Slated for 
N. Y. Managers 


NEW YORK—Questions 
ior discussion point to a lively and 
down-to-earth session when the New 
York City Life Managers Association 
holds its symposium on “What the Fu- 
ture Holds for the Agent, Manager and 
General Agent” at the Yale Club, New 
York City, April 30, from 3 to 5 p. m. 
K. A. Luther, general agent Aetna Life 
and former president of the managers 
association, will preside. Guest partici- 
pants will be J. M. Holcombe, Jr., man- 
sere of the Sales Research Bureau, and 

S. Morrison, the bureau’s compensa- 
rnd specialist. They will help furnish 
as much data as possible to make the 
session of real value. 

Dinner will follow, 
being President Morgan 3rainard of 
Aetna Life. H. Arthur Schmidt, New 
England Mutual, association president, 
will be toastmaster. 


submitted 


the guest speaker 


Higher or Lower Commissions? 


One of the most interesting questions 
to be discussed is whether agents’ first 
year commissions should be raised or 
lowered in view of the much greater 
amount of service work they are doing 
as a result of the companies’ encourage- 


ment and the public’s demand. The 
question is whether the expansion prob- 
lem of life insurance service be best 


solved by increasing the agents’ commis- 
sions to 60 percent or 70 percent, with 6 
percent or 7 percent renewals, or by cut- 
ting first year commissions to 25 per- 
cent on the theory of giving 12% percent 
to the policyholder in dividends and hav- 
ing the home office agency department 
spend 124 percent in education and pro- 
motion so as to make it possible for an 
agent to sell three times as much busi- 
ness with the same effort and thereby 
make more money. 

All members have been requested to 


send two questions to T. W. Foley, 
general agent State Mutual, and associa- 
tion secretary- -treasurer. Some of the 


questions already submitted for discus- 
sion are the following: 

the companies do to 
more good 
it pos- 
men to 


What can we or 
make it possible to attract 
men to our business and make 
sible for more of our present 
stay in the business? 

When is the next boom 
ance coming? 

What was the total ordinary life pro- 
duction in 1922; 1932; 1987 and 1941? 

What will it be in 1947 and 1952? 

What percentage of the total ordinary 
life production during these years was 
secured by industrial companies? 

How many insurance agencies were in 
existence in 1932; 1941; and will be in 
1952 in ordinary companies? 

How many insurance agencies were 
in existence in 1932; 1941; and will be 
in 1952 in industrial companies? 

How many agents were under contract 
in 1932; 1941; and will be in 1952 in 
ordinary companies? 

How many agents were under contract 
in 1932; 1941; and will be in 1952 in in- 
dustrial companies? 

Are some insurance companies losing 
sight of their responsibility to expand 
life insurance service inasmuch as 60,- 
000,000 people have less than $1,000 of 
insurance and 45,000,000 people have no 
insurance? 

Is this the result of fear of govern- 
ment intervention because of the size 
of the insurance companies? 

Will this result in new insurance com- 
panies being formed? 

If the companies stop writing single 
premium and annual premium annuities 
altogether, who will write them? Na- 
tional banks? Savings banks? Private 
corporations? 

Will this be the government’s entrance 
into the life insurance business? 

What effect would this have on the 
income of agents and general agents? 

Is the tendency of companies to re- 
duce compensation going to continue? 

Is there going to be a change in the 
method of compensation for agents and 
general agents? 

Are salaries coming for agents? 

Will there be a change in the 


in life insur- 


New 


Conventions 


April 23-24, 
Statistical Association, 
son Hotel. 

April 23-24, North Central Round Table, 
Life Advertisers, Excelsior Springs, Mo. 





Insurance Accounting & 
St. Louis, Jeffer- 


April 27-28, Life Office Management 
Association, Greensboro, N. C., King Cot- 
ton Hotel. 


April 27-30, U. S. Chamber of Com- 
merce, annual meeting, Chicago, Stevens 
Hotel. 

May 7-8, Industrial Insurers Confer- 
ence, Atlanta, Atlanta Biltmore Hotel. 

May 14- 15, ‘Southern Round Table, Life 
Advertisers Association, Chattanooga, 
Tenn., Lookout Mountain Hotel. 

May 14-15, Actuarial Society of Amer- 
ica, annual irae New York, Waldorf- 
Astoria Hotel 

May 25-28, ‘Health & Accident Under- 
writers Conference, annual meeting, 
Kansas City, Muehlebach Hotel. 

May 26-29, Canadian Life Officers As- 
sociation, Life Agency Officers section, 
and Life Advertisers section, Seigniory 
Club, Montebello, Que. 

June 4-5, American Institute of Actu- 
aries, Chicago, Edgewater Beach Hotel. 

June 4-6, Medical Section, American 
Life Convention, Colorado Springs, 
Broadmoor Hotel. 

June 8-10, Insurance Commissioners, 
Cosmopolitan Hotel, Denver. 

July 13-24, American Life Convention, 
Life Officers Investment Seminar, Bloom- 
ington, Ind., Indiana University. 

Aug. 24- 38, National Association of 
Life Underwriters, Minneapolis. 3 

Sept. 14-16, Life Advertisers Associa- 
tion annual meeting, Chicago, Edge- 


water Beach Hotel. 

Sept. 28-30, Life Office Management 
Association annual meeting, Swampscott, 
Mass., New Ocean House. 


Sept. 28-Oct. 1, National Fraternal Con- 
gress, cnn Morrison Hotel. 








York state law as regards allowance for 

agents’ and general agents’ commis- 

sions? 
If so, 


why, how and when? 


Group life insurance, although only 
33 years old, now insures 12,500,000 
workers in the U. S. A. in 32,800 differ- 
ent companies or employe groups, giv- 
ing them an average protection of 
$1,500 from this source alone, in addi- 
tion to the protection they have from 
their ordinary or industrial insurance. 


Nebraska Decision 
Draws Fire trom 
A. L. C. Attorneys 


LINCOLN, NEB.—The American 
Life Convention has intervened in su- 
preme court and has filed a brief in the 
case of Murphy vs. Travelers, in which 
it recently was held that loss of a hand 
was compensable under a double indem- 
nity policy. Murphy, a dentist, for years 
followed the practice of holding an x-ray 
machine in his hand while taking pic- 
tures of patients’ mouths. This finally 
resulted in destructive burns. 

A. L. C. attorneys report the decision 
has created great concern among insur- 
ance men because it changes the nature 
and extent of the double indemnity pro- 
visions and disability provisions in life 
policies containing the Nebraska stand- 
ard policy provisions, from those actu- 
ally undertaken by the company as pro- 
vided for in actuarial and premium 
calculations. It is of far-reaching con- 
sequences and will result, if it stands, 
in forcing increased premium rates. Be- 
sides that it imposes a liability not un- 
dertaken on contracts now in existence. 

It is submitted the opinion wipes out 
the theory of natural cause and effect 
and substitutes therefor a rule that most 
abnormal physical conditions, every 
occupational disease and every injury 
except one purposely self-inflicted is ac- 
cidental on the theory that a person does 
not will or intend to injure himself and 
does not expect it. In a loose sense 
such results may be called accidental, 
the attorneys argue, but in 
this case Murphy knew the danger and 
persisted in its use. Because it is not 
intended or is not an intended result, 
even though the natural and probable 
results, this decision would make it the 
result of accident when the means were 
not at all accidental. 

The Mutual Benefit Health & Acci- 


sik. uly 


‘Pees ‘Sensian 
Policy on Air 
Exclusion Clauses 


In order to get an official statement 
on the policy of the Veterans Adminis- 
tration towards making advances under 
the soldiers and sailors civil relief act 
on contracts containing an aviation ex- 
clusion clause, THE NATIONAL UNDER- 
WRITER addressed H. L, McCoy, direc- 
tor of insurance of the Veterans Admin- 
istration. He replies as follows: 

“You will note that Article IV-Sec- 
tion 413 of the Soldiers’ and Sailors’ 
Civil Relief Act of 1940 excludes ‘any 
policy which as a result of being in 
military service, either in this country 
or abroad, provides for the payment of 
any sum less than the face thereof or 
for the payment of an additional amount 
as premium,’ 

“In the administration of the act, this 
exclusion applies not only to military 
restrictions which reduce the amount of 
service death claim payable or require 
individual extra premiums for such 
service, but also to any limitation or 
restriction upon the insured’s engaging 
in certain types of activity (such as 
travel by air, submarine service, travel 
or residence in the tropics) in which a 
person might be required to engage by 
virtue of his military service. 

“No change has been made in the ap- 
plicable law or regulation and no re- 
versal of the adverse adjudicative action 
taken on applications under policies 
written with any restrictive provisions 
making them ineligible for the benefits 
of the act as outlined above is contem- 
plated.” 








dent also joined in asking a rehearing 
on the ground the effect of the decision 
is to make a new contract which the 
parties did not make and did not intend 
to make. 








Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 














cess. 


There is a Bankers National 
policy to fit every need which, 
coupled with a friendly, efficient 
agency department, assures suc- 
If you can measure up te 
the high standards of this com- 
pany, we will be glad to discuss 
the possibilities of an agency 
connection for your territory. 


NATIONAL LIFE 


Insurance Company .... . Montclair, N. J. 
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Tax Allowance for 
Life Premiums Is 
Advocated 


AKRON, 
surance premiums _ in 
amounts from income taxes, as is done 
in England and Canada, was urged 
here by Claris Adams, president of Ohio 
State Life, before the Life Underwrit- 
ers Association of Akron, O. The war 
effort has caused a great shift in na- 
tional income, Mr. Adams pointed out. 

The chief beneficiaries have been the 
lower and moderate income groups, 
which have not been large buyers of 
life insurance before because of their 
inability to pay premiums. It is of 
great public importance that these peo- 
ple should be sold on saving a portion 
of their increased incomes as a hedge, 
both against war inflation and post war 


O.—Deduction of life in- 
reasonable 


inflation. Many of these are paying 
income taxes for the first time. A tax 
incentive for them to save by making 


life insurance premiums deductible for 
reasonable amounts would cost little in 
the way of taxes, but gain much in 
the form of public thrift. Furthermore, 
most of the money will go into the war 
effort anyway through the investment 
of life insurance funds. 


Charity Begins at Home 


“Even during this war emergency 
charitable gifts are regarded as proper 
tax deductions. Is not the care of one’s 
own dependents through sacrifice and 
self-denial involved in the payment of 
premiums for life insurance of as great 
social benefit to the nation and of much 
more economic importance to the coun- 
try than even contributions to the 
worthy cause of public charity?” Mr. 
Adams asked. 

“High taxes, necessarily imposed as a 
consequence of an all-out war effort, 
will be with us for generations. Proba- 
bly the only practical way for the aver- 
age man to create an estate for many 
years to come will be through the me- 
dium of life insurance. It will be mani- 
festly impossible for those of average 
incomes to save large sums from ordi- 
nary salaries and still pay the extraor- 
dinary taxes which will be permanent 
in our time. Perhaps nothing will con- 
tribute more to the strength of our eco- 
nomic order and stability of our social 
order than the creation of estates by 
the great middle class of Americans, 
which has always been the bone and 
sinew of our nation. Every legitimate 
means of encouraging an_ institution 
which performs a high order of public 
service by making possible the creation 
of a modest estate by the average 
American is, in my judgment, sound 
public policy. It will make America 
stronger by encouraging thrift and 
helping the people better to carry the 
increasing burdens of the years to 
come.” 





Fifth Article in ‘Barron’s’ 
Series Treats Dividends 


NEW YORK — Dividends, their 
sources and their uses, are treated in the 
fifth article in the life insurance series 
which “Barron’s,” financial weekly, is 
running. The author, B. W. Levmore, 
Starts off with the question, “Is an in- 
surance policy better with dividends or 
without them?” which he answers by 
Saying that “there is no need for guess- 
work as net costs can be compared” a 
rather sweeping statement, since any net 
cost comparisow as a guide to future 
costs necessarily involves a large meas- 
ure of assumption. 

Otherwise the article is a respectable 
enough dissertation on dividends. Mr. 
Levmore points out that dividends can 
be used to make an ordinary life policy 
paid up after a certain number of years 
or converted to an endowment after a 
somewhat longer lapse of time. 


All Previous Records of 
Pilot Life Surpassed 








EMRY C. GREEN 


As a testimonial to President Emry 
C. Green, the ordinary representatives 
of Pilot Life produced during March, 
his birth month, the largest volume of 
business in history. It exceeded $4,250,- 
000, which was 19 percent more than for 
the same month last year. 

As a reward those who obtained $43,- 
000 or more in March, $1,000 for every 
year of President Green’s life, were 
given trips to the home office for a 
luncheon in honor of Mr. Green. Forty- 
three men qualified for the luncheon 
which was held at the home office in 
Greensboro. 

Two of the men had sold more than 
$200,000 each, and six sold more than 
$100,000 each. The forty-three present 
averaged over $75,000 each. On March 
31, $820,000 was received at the home 
office, the largest volume for any one 
day in history. 

At the meeting J. M. Waddell, vice- 
president and agency manager, presided. 
President Green made the principal ad- 
dress. L. L. McAlister, superintendent 
of agencies, had charge of arrangements. 


Selection Men 
Announce Parley 


The annual meeting of the Institute otf 
Home Office Underwriters will be held 
Oct. 15-16 at the Hotel Gibson, Cincin- 
nati. The central location was selected 
to stimulate attendance from as wide a 
geographical area as possible. 

Three distinguished insurance execu- 
tives have already accepted invitations 
to address the gathering, these being 
John M. Laird, vice-president of Con- 
necticut General; Dr. H. C. McAlister, 
reinsurance medical director of Lincoln 
National Life, and Pearce Shepherd, as- 
sociate actuary of Prudential. 

The institute will make a special sur- 
vey outlining hazards in three important 
defense industries. The case clinic ses- 
sion is again planned for a half-day ses- 
sion, the discussion being limited to the 
meer gg hee and interesting cases. 

E. Jones, Provident Life & Acci- 
an president of the institute, is asking 
all institute members to provide infor- 
mation on underwriting changes of the 
past year. These are of vital interest to 
members and will be transmitted to 
them through the News Letter pubished 
by the institute. From such information 
the executive committee will secure in- 
formation on current problems that will 
form the basis for discussions at further 
meetings. 

Don B. Semans, Lincoln National, re- 
cently was elected by the executive com- 
mittee to fill the unexpired term on the 
committee of J. F. Walleck, Knights 
Life, who resigned to enter military 
service. 





QUERY : What life insur- 
ance company regularly 
consults with its agents on 
matters of company policy? 


COMMENT: Believing 
that the problems of its 
fieldmen are the problems 
of the company . . . Conti- 
nental Assurance is glad to 
have an independent, self- 
governing General Agents 
and Managers Association 
which counsels frequently 
with the officers of the 
company on agency and 
administrative affairs. 











ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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Ohio Fen arm 
Bureau Insurers 
Hold Parley 


COLUMBUS, O.—Splendid increases 
by the Farm Bureau insurance compa- 
nies were reported by J. E. Keltner, 
treasurer, in his annual report to the 
more than 1,500 servicemen and policy- 
holders who attended the annual con- 
vention here. 

“The year 1941 closed with the high- 
est annual record of progress in the 
history of the companies,” Mr. Keltner 
reported. “Policies in force, premium 
income, surplus and assets all increased 
extensively over 1940. Of several fac- 
tors responsible, the most important is 
the increasing acceptance by consumers 
of the cooperative way of providing 
their insurance protection needs.” 

Farm Bureau Life had a total in- 
crease of 12,078 policyholders during 
1941, with insurance in force advancing 
35.8 percent to $51,880,219. Surplus 
was $689,069, an increase of 10.6 per- 
cent over 1940. 

The net premiums written of Farm 
3ureau Mutual Automobile amounted 
to $7,911,469, an increase of 23 percent 
over 1940. Surplus increased 15.9 per- 
cent during the year, now totaling $2,- 
400,000. 

Farm Bureau Mutual Fire showed an 
increase in written premiums of 65 per- 


cent, bringing the total to $826,000. 
act deed advanced 35.9 percent to 
$500,5 


art additions in 1941 to the serv- 
ices of the Farm Bureau companies 
were group life, group accident and dis- 
memberment, group hospital and sur- 
gical expense, and group health and ac- 
cident. A new $500 renewable and 
convertible term contract was intro- 
duced, designed to provide economical 
life insurance protection to low income 
groups, and protection issued in 1941 
on this contract alone amounted to 
about $3,745,000. 

Farm, residence and business liability 
coverage was added to casualty service 
offered in West Virginia, and garage 
liability and garage keepers liability 
was added to the casualty line for 
Pennsylvania. 

All three companies were licensed to 
operate in Connecticut near the end of 
the year, bringing to 10 states and the 
District of Columbia the territory 
served. The other states are Ohio, 
Pennsylvania, Virginia, West Virginia, 
North Carolina, Maryland, Delaware, 
New York and Vermont. 


Speakers for the two-day convention 


included Congressman Jerry Voorhis, 
California; Dr, Arthur E. Morgan, for- 
mer chairman of the TVA, and ex- 


president of Antioch College; A. L. 
Dern, vice-president of Lincoln Na- 
tional Life; Dave Colcord, Chicago, 


“Yourself;” and Murray D. 
president of the Farm Bureau 
and secretary 


editor of 
Lincoln, 
auto and life companies, 
of the fire company. 

Entertainment feature was a_two- 
hour variety show, presented by more 
than 100 members of the home office 
staff of Ohio Farm Bureau. Preceding 
the show, presentation of service 
awards was made by Raymond W. 
Richert, superintendent of agencies. The 
President's Cup, for all-round service 
improvements, this year went to New 
York state for the third successive time 
and permanent possession. 

Oll officers of the three companies 
were reelected. 





N. C. Sales Congress Plans 


A. F. Hass, assistant to the vice- 
president and manager of agencies of 
Mutual Life, will be the principal 
speaker at the sales congress of the 
North Carolina State Association of 
Life Underwriters to be held in instal- 
ments, commencing in Raleigh, April 
15. The meeting in Greensboro will be 
held April 16, Charlotte, April 17, and 
Asheville, April 18. 


Work of Man on 
Debit Is Shown 


in Figures 


NEW YORK—In 1941, the man on the 
debit demonstrated that he can produce 
ordinary business of good quality in 
large volume, the April issue of The In- 
dustrial Salesman, the NATIONAL UNDER- 
WRITER Company’s publication covering 
the weekly premium-ordinary field 
shows in its annual statistical issue. 

The 54 leading companies writing 
weekly premium and ordinary paid for 
$3,282,724,723 ordinary, an increase of 
$383,534,268 over the amount paid for in 
1940. Total ordinary business in force 
for the 54 companies increased $1,816,- 
648,887 to $28,934,623,354. The increase 
in 1940 was $1,251,140,941. Total ordi- 
nary in force in all companies was $94,- 
197,129,518. The gain in ordinary in 
force for the exclusively ordinary com- 
panies was $4,005,554,187. 

Each year the industrial agent is im- 
proving his ordinary production, and it 
is no longer unusual for him to pay for 
$100,000 ordinary in addition to his in- 
dustrial production. The 79 industrial 
companies with $5,000,000 or more in- 
dustrial life in force wrote $3,860,792,585 
new industrial in 1941 and gained $895,- 
144,040 for a total of $22,639,505,822 in- 
dustrial life in force, The Industrial 
Salesman’s tabulation reveals. 

In addition to some interesting figures 
on results for all industrial companies, 
the April issue also gives tables ranking 
the leading industrial companies as to 
ordinary and industrial life in force, with 
the rankings for 1941 and 1940, and a 
large table showing major items from 
the financial statements of 150 industrial 
companies. 

Copies of the April issue may be ob- 
tained from the Cincinnati office of The 


NATIONAL UNDERWRITER Company, 420 

East Fourth street, at a cost of 15 

cents each. 

Parkinson Drive 

on National Basis 
NEW YORK—For the first time 


Equitable Society’s field force is con- 
ducting “Par for Parkinson” month on a 
nation-wide basis. Hitherto these drives 
in honor of President T. I. Parkinson 
have been conducted by different terri- 
torial divisions at different times. 

The drive has got off to a good start. 
The campaigns in each of the five terri- 
torial divisions are in charge of the fol- 
lawing agency managers: New York 
metropolitan department, Abraham 
Bleetstein, president of Equitable’s New 
York board of managers, and W. J. 
Dunsmore, campaign committee chair- 
man; eastern department, H. C. Nolting, 
Syracuse, president eastern managers; 
central department, Homer Rogers, In- 
dianapolis, president central managers, 
and Homer Jamison, Oklahoma City, 
campaign committee chairman; southern 
department, E. M. Barber, Memphis, 
president southern managers, and G. J. 
Woodward, Cincinnati, campaign com- 
mittee chairman; western department, 
Kellogg Van Winkle, Los Angeles, 
president western managers. 

Early in May delegates from the east- 
ern, southern and New York City de- 
partments, selected on the basis of their 
production qualifications, will meet with 
Mr. Parkinson for luncheon at Phila- 
delphia. There will be a similar lunch- 
eon at Chicago for the central and west- 
ern delegates. 





Reduce Federal Reserve Lien 


Occidental Life of California an- 
nounces a 7 percent credit on the lien 
against policies of the former Federal 
Reserve Life of Kansas City, Kan. It 
made reductions of 8 percent in 1938 
and 5 percent in 1940. 


Former General Agent Sues 
K. C. Life on Contract 


DES MOINES.—Ervin A. McNabb 
of Des Moines, former general agent for 
Kansas City Life, filed a $60,000 dam- 
age suit against the company in the fed- 
eral district court here charging breach 
of contract. 

The petition states that the company 
named McNabb its Iowa general agent 
in January, 1939, under a contract which 
was to be effective for a minimum of 
10 years. His agency the first year pro- 
duced more than $600,000 in business 
and showed a progressive increase in 
volume according to the petition. He re- 
ceived frequent letters of commenda- 
tion from the company, one as late as 
Dec. 20, 1941, and within 10 days of the 
last one the company arbitrarily and 
without notice cancelled the contract, 
McNabb alleges. 

McNabb asks $25,000 to cover alleged 
damages and ‘ ‘probable profits” and $35,- 


000 additional for being deprived of esti- 
mated commissions for the remainder ot 
the 10-year period. 





Beneficial Has 20-Year Club 


SALT LAKE CITY—Company offi- 
cials, field and office forces of Bene- 
ficial Life have organized a 20-year 
club service. Dr. W. R. Calderwood, 
medical director since the company was 
organized in 1905, was elected presi- 
dent. Frank Mozley, veteran agent, is 
chairman of the executive committee. 
George J. Cannon, executive vice-presi- 
dent, was in charge of the meeting. 





W. P. Fogarty, Jefferson Standard 
Life, San Antonio, Tex., has completed 
nine years as a member of the com- 
pany’s “App-A-Week Club.” He also 
completed 50 months as a member of 
the “12-A-Month Club.” He has led the 
agency during the past 10 years in writ- 
ten and delivered business. 
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When a new agent starts to work 
with Connecticut General, he does- 
n’t have a lonely job. 


True, in the selection of new men, 
Connecticut General chooses only 
those who have the initiative to 
move ahead by themselves, but the 
Company is well aware that help 
from outside the ropes often brings 
success. 


And we have planned our sales 
organization with this particular 
fact in mind. Each man receives 
thorough training in Connecticut 
General’s complete linesof insurance. 
Once trained, he moves ahead . 
not alone . . . but with substantial 
backing at all times: powerful pro- 
motional aids of proved value are 
continually supplied to him; 
perienced management men 
ready to help him at every turn. 


exX- 
are 


Yes, the Connecticut General man 
steps forward on his own two feet, 
but from outside the ropes comes the 
extra help that often brings spar- 
kling success. 
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LIFE INSURANCE COMPANY 


Hartford, Connecticut 


Life Insurance, Accident and Health Insur- 
ance, Salary Allotment Insurance and An- 
nuities, All Forms of Group Insurance, and 


Group Annuities. 
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Metropolitan Life’s 
Mortality Statistics 


Death Claims for 1941 Are 
Analyzed and Conclusions 
Are Drawn 


The Metropolitan Life, in analyzing 
its death claims last year, shows that 
they amounted to $183,267,726, as com- 
pared with $182,436,068 the year before. 
The increased amount was not due to 
higher mortality, the company says, but 
to a larger number of policyholders. In 
fact, 1941 registered the lowest mortal- 
ity rate on record. In only one respect 
could the experience be said to be poor 
and that was in the number of acci- 
dental deaths. Even in this respect the 
record was more favorable than that of 
10 years ago, the figures show. 


Classification Is Made 


Altogether about 87.8 percent of the 
claim payments were on account of 
death from natural causes and 12.2 per- 
cent from external or accidental ¢ causes. 
Suicides amounted to 2.1 percent, homi- 
cides .4 percent and accidents 9.7 per- 
cent. The claims for automobile acci- 
dents reached a new high of $8,536,834. 
The 1941 rate for automobile accidents 
was up sharply from 1940 and was the 
highest since 1937. 

The counterbalance is expected to 
climb in claim payments for autmobile 
accidents in 1942 due to restrictions on 
tires, cars and gasoline. There is dan- 
ger, the company says, of increased dis- 
bursements on account of industrial 
accidents. Another incident in connec- 
tion with the war effort which may 
affect the accident situation is the 
proposed plan to train at least 1,000,000 
men for the air fore by the end of the 
vear. Already deaths in aviation acci- 
dents have assumed considerable impor- 
tance. 


Deaths from Natural Causes 


Disbursements on account of natural 
causes amounted to $160,827,546. Well 
in excess of two-thirds of the amount 
was paid out for diseases which at the 
present time are often incurable, viz.: 
cancer and the diseases of the cardio- 
vascular-renal group. Diseases of the 


heart, arteries and kidneys alone ac- 
counted for more than one-half the 
clam payments for natural causes. 


Chronic heart disease ranked first by a 
wide margin with disbursements of $34,- 
080,426. Diseases of the coronary 
arteries, the company says, rank higher 


on the basis of disbursements than 
mortality rates because of the high 
average amount of each claim. Two 
factors contribute to this result. In the 


first place, the mortality of males from 
coronary diseases is higher than that of 
females, and in the second place, the 
disease is more common or at least 
more often recognized among the well 
to do class. 

Cancer ranked second in 1941 and 
accounted for 14.7 percent of the claim 
payments. It has become a very ex- 
pensive disease, the Metropolitan Life 
says. Tuberculosis remained in sixth 
position and there has been a continu- 
ous decline in mortality from tubercu- 
Disbursements for influenza and 
pneumonia, seventh in rank as a cause 
of claim payments have declined even 
more rapidly than those for tubercu- 


losis. 


Osis, 


Arrange for Mo. Annual Meet 


KANSAS CITY—The annual meet- 
ing of the Missouri Association of Life 
Underwriters will be held in Kansas 
City May 19-20, at which time the state 
unit will be guests of the Kansas City 
association at the sales congress, ac- 
cording to State President Prewitt B. 
Turner, Home Life. 

The 19th will be devoted to a general 
agents and managers session and the 


business meeting of the state associa- 
tion. The: sales congress will be an 
all-day affair the 20th, and J. Frank 
Trotter, Mutual of New York manager, 
is general chairman. 





Chicago Life Groups Active 


The Chicago Life Insurance & Trust 
Council will hold an open forum session 
on current problems April 10. E. B. 
Thurman, New England Mutual, is pro- 
gram chairman. R. D. Cameron, presi- 
dent, will preside. 

The Life Agency Cashiers held a 
dinner meeting Thursday. A Bell Tele- 
phone Company movie showing effec- 
tive use of the telephone was shown. 
The Life Agency Supervisors heard a 
talk by Gerald Oppenheim, manager 
Metropolitan, on “Contacting and Sell- 
ing Today’s Market.” 


Writes 10] “Apps” in One Month 


Manual Burke, supervisor in the O. 
R. McAtee San Antonio agency of Re- 
public National Life, in March wrote 
101 applications for a total of $151,906, 
an average of four applications for each 
working day. Probably half of this was 
soldier business, but with war clause, 
and the other half was regular down- 
town business. Mr. Burke has a record 
of steady production. 


Many Benefits from 
Life Insurance 


in Massachusetts 


BOSTON—Residents of Massachu- 
setts benefited in 1940 to the extent of 
$179,000,000 in the form of direct pay- 
ments or credits from the old line legal 
reserve life companies authorized to 
transact business in this state, accord- 
ing to a comprehensive report by the 
committee on life insurance survey of 
the Boston chamber of commerce. 

Commenting on the important part 
played by life insurance dollars in the 
economic structure of Massachusetts, 
and revealing that $44,000,000 were re- 
ceived by beneficiaries under death 
claims, the report states: “These pay- 
ments, in many instances, were received 
at a time when they were sorely needed 
to hold together families which were 
disrupted by the death of the bread- 
winner, To a considerable extent also, 
they reduced the burden which other- 
wise would have fallen on public and 
private welfare agencies in this state.” 

On the other hand, $90,000,000 were 
used by living policyholders. More than 
$27,000,000 more were paid to employes 


and sales representatives as wages and 
compensation, and an additional $12,- 
000,000 found its way into the channels 
of trade and industry in payment of 
rentals, supplies, services and other ad- 
ministrative expenses. The state gov- 
ernment and its subdivisions received 
nearly $5,000,000 through taxes, licenses, 
and fees. 

While it is possible only to estimate 
Massachusetts’ share of the vast hold- 
ings of these companies, Paul F. Clark, 
chairman of the committee, pointed out 
that the annual reports for 1941 of the 
12 companies domiciled in Massachu- 
setts alone show an aggregate sum in 
excess of $376,000,000 invested in U. S. 
government bonds, with an_ ever-in- 
creasing proportion of premium income 
going to support the nation’s drive 
toward victory. 


Rehear Minn. Aviation Rider Case 


ST. PAUL—The legality of the 1941 
legislation on aviation exclusion riders 
will come up for rehearing before the 
Minnesota supreme court April 23. A 
few weeks ago the court held the legis- 
lation valid but later decided it had mis- 
construed some of the facts in the case 
and granted a rehearing. Minnesota 
Mutual Life initiated the action against 
Commissioner Johnson. 








“Now I Know 
- Exactly What 
I’m Buying! 


The prospect can’t help but grasp all the it. 
pertinent points of his contemplated Lincoln 
National Life insurance when his agent out- 
lines them for him in one of the new con- 
densed LNL proposal forms.” 

With them the LNL man makes certain his 
prospect knows what he buys when he buys 


THE LINCOLN NATIONAL LIFE 


Fort Wayne 


y// 


business. 





Geared To Help Its Fieldmen 





Complete understanding of a life insur- 
ance contract at the time it is purchased is a 
major factor in the production of quality 
These forms aid LNL men in 
writing such business. 

*Received 1941 Award of Excellent— 

Life Advertisers Assn. 
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Indiana 
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ing the course. The clerks are thus ob- 
taining a sound fundamental knowledge 
of life insurance selling and should be 
better equipped to assist the agents in 
the branch office. In addition, they are 
better equipped to serve policyholders 
and the public. 


Field Instructors Appointed 


To assist the agency men—that is, in- 
spectors of agencies, agency directors, 
and agency organizers—in the education 
and training of new agents, a few in- 
structors will be located in various sec- 
tions of the country. These are young 
men who are brought to the home office 
for six months of intensive training un- 
der the direct supervision of Vice-presi- 
dent Lovelace. 

The new educational course has been 
well received by agency men. No diff- 
culty has yet been experienced with the 
compulsory feature of the program. 
Many agency men report that the 
course is easy to give and that it sim- 
plifies educational and training proce- 
dures. Older agents who have taken the 
course report that it has been distinctly 
helpful and valuable in personal produc- 
tion. Many of these established agents 
have taken the course on their own initi- 
ative. In several branches the agency 
directors are using the course as a revi- 
talizer for agents already under contract. 
The men are sticking with the course 
and it has proved valuable not only as an 
educational medium but as a morale 
builder. 


Emphasis Given to Closing 





A notable feature of the course is the 
section on the technique of the close, 
which has won high praise from many 
New York Life men. The course recog- 
nizes that while a sales talk may last for 
perhaps an hour, only 10 minutes or so 
is actual selling talk, the rest of the 
time being devoted to discussion, an- 
swering objections and attempting to 
swing the prespect back to a favorable 
attitude with positive suggestions. While 
an agent may have mastered the ap- 
proach and the sales talk he is likely to 
be weak in the close. Hence the close 
must be planned with particular care. 
The agent should list as many closing 
arguments as he can think of to counter- 
act the prospect’s negative thoughts. 

For this reason the section dealing 
with the close has an outline to be filled 
out. Following is a specimen outline for 
closing given in the text: 

Specimen Outline for Closing 


hoa i A ere eee ee ee 
LL SS en ee Torr Ee 
(Enter headings, or titles, of topics in 
pencil so that you may readily make 
changes as advisable.) 
1. Try to arrange for examination and 
then obtain application or vice versa. 
2. “Postponement Objection” 
3. “Make it Convenient” 
One or the other 
No. 1 
4.°"“You Can Save 
5. Additional 
6. “Suppose I Couldn't Keep It Up” 
7. Compare Premium with Cost of 
other Things 
S. Compare Premium with Benefits 
%. Return to the Main Benefits 


often follows 


for the Premium” 


Information 


10. The New York Life 

11. “I Can Do Better with My Money” 
12. Testimonial Letter 

13. Negative Motivation 

14. Story (give title)| Try to get “lo- 
15. Story (give title) cal" stories 





TAKES THREE MONTHS 





The two-volume text has been sent to 


the insurance commissioners of the 
states and provinces where New York 
Life does business and many of them 


have hailed the educational program as 
an important step in the training of ca- 
reer agents. Several indicated that the 
question and answer section would prove 


helpful in formulating state examina- 
tions. 

The routine of administering the 
course has been worked out so that it 


can be given either in classes or by indi- 
vidual personal instruction or by corre- 
spondence. It usually takes about three 


months for the new agent to complete 
the educational and training course. At 
the end of the agent’s first two months 
the company sends a reminder to the 
agency director asking whether the new 
agent is prepared to take the examina- 
tions. 

The administration has been worked 
out so that the course can be given with 
equal effectiveness for agents located in 
branch office cities and for agents who 
may be located in rural areas. 


Typical Comments Given 


Among the typical comments of lead- 


ing agency men on the _ educational 
course and training program are the fol- 
lowing: 


“Frankly, I believe it is one of the 
greatest contributions that has ever been 
made to the underwriting profession,” 

“T do want you to know that I per- 
sonally am quite elated in having the op- 
portunity to present such a training 
course as is now ours to the new as well 
as the old agents of the company.” 

“T am a very enthusiastic supporter of 
this splendid new course and impress 
upon the mind of the new recruit how 
essential it is to complete it to the last 
detail.” 

“Our branch office employes also 
showed a _ keen interest. Before the 
classes many knew little more about life 
insurance than any new man coming 
into the business. Now all have a funda- 
mental knowledge of the services of life 
insurance and go about their work with 
a new conviction and enthusiasm.” 

Mr. Lovelace, widely recognized as 
a pioneer in life insurance education, 
developed, wrote and taught the first 
course in life insurance needs and 
was the first to use the case method 
and the life insurance program as a 
basic method in training life insur- 
ance agents. He has written a num- 
ber of books on life insurance, the 
best known being “Life Insurance Fun- 
damentals,” “Analyzing Life Situations 
for Insurance Needs,” and “The House 
of Protection.” Mr. Lovelace helped to 
organize the life insurance training 
course at Carnegie Institute of Technol- 
ogy and later started a similar course at 
New York University, at both of which 
institutions he lectured on life insurance 
subjects. 


IN U. S. WAR SERVICE 


Reginald M. Watkins of the Arthur 
Kraus agency of Pacific Mutual Life in 
Hollywood, Cal., has joined the navy as 
a yeoman. His father, Commander 
Harry M. Watkins of the British navy, 
commanded a North Sea patrol during 
the first world war, and also saw action 
in the battle of Jutland and at Scapa 
Flow. 

Thomas Norton, senior document ex- 
aminer in the Los Angeles office of the 
California department, will enter the 
army after a short vacation. 

DeWitt T. McGraw, editor of the 
Acacia Mutual house organ, ‘“Coordi- 
nator,” and head of the advertising de- 
partment, has joined the army. 

Henry F. Ries, associate actuary of 
the Colorado department, left this week 
for army service. 

L. D. Berry, agent of Kansas City 
Life at Little Rock, has been called to 
service. 

Pearl Horn, agent of the H. S. Daily 
agency of Connecticut Mutual in Kan- 
sas City, who saw active service in the 
first world war and was past draft age. 
has enlisted in the marines. 

Harry Ziegler, district agent at 
Springfield, Mo., under S. P. Quarles 
agency of Provident Mutual Life Kan- 
sas City, is now a corporal in the 177th 
field artillery. 

R. W. Turner, supervisor of the C. E. 
Stumb agency of Connecticut Mutual 
Life in Detroit, has resigned to join the 








army. He has served as vice-president 
of Qualified Life Underwriters and of 
the Michigan association. 

Col. Richard H. Kimball, who re- 
signed as president of Volunteer State 
Life in 1941 to reenter the army, has 
been made commanding officer of the 
reception center at Fort Oglethorp, Ga. 
He was awarded the distinguished serv- 
ice medal in the first world war and 
served on the general staff. 

Capt. Lewis I. Held, U.S.A., stationed 
at Fort Benning, Ga., has been ad- 
vanced to major. Formerly with North- 
western Mutual Life in Richmond, Va., 
he is an instructor in the academic de- 
partment of the infantry school at Fort 
Benning. Irving I. Held, Tr., his 
younger brother, who is with the quar- 
termaster command at St. John’s, N. F., 
has been advanced from first lieutenant 
to captain. He was formerly with the 
Recht & Kutcher agency of Northwest- 
ern Mutual in New York. 


Bullitt Law Firm in Merger 


William Marshall Bullitt, veteran 
Louisville insurance attorney, has an- 
nounced the merger of the law firm of 
Bruce & Bullitt with the firm of Craw- 
ford, Middleton, Milner & Seetbach, 
under the new firm name of Bullitt & 
Middleton, which represents 130 years 
of unbroken law practice. 


Travelers Managers Hold 
Parley in Chicago 


A three day business conference of 
about 40 life department managers of 
Travelers with home office executives 
was held at the Edgewater Beach Hotel, 
Chicago, this week. The home. office 
group consisted of Vice-president H. H. 
Armstrong, Gordon V, Kuehner and J. 
O. Hoover, superintendents of agencies; 
Harry W. Anderson, J. S. Reber and 
T. W. Cole, assistant superintendents of 
agencies. 

Mr. Armstrong stated that sales are 
beginning to show some improvement 
from the low point following the war 
clause rush of last December. 


Bicycle Accident Deaths Up 


Around 1,100 persons were killed in 
bicycle accidents in the U. S. in 1941, 
an increase of about 25 percent, Metro- 
politan Life’s “Statistical Bulletin” re- 
ports. More than 900 of the fatalities 
were sustained in collisions with auto- 
mobiles. 


Jack Wiseman agency, Franklin Life, 
St. Louis, led all the company’s agencies 
in first quarter of 1942, with one of the 
largest quarters in history for written 
and paid for business. Mr. Wiseman 
led all the company’s agents in personal 
production. 





Minnesota Mutual's 





NOW —AS NEVER BEFORE 


TODAY'S DOMINANT MARKET, the 
workers, is linked with Minnesota Mutual's 


PAYROLL DEDUCTION PLAN. 


Workers’ marginal incomes, incomes in ex- 
cess of actual living costs, are steadily in- 
creasing. Consequently the purchasing 
power needed to buy additional life insur- 
ance has increased markedly the life insur- 
ance buying power of the worker groups. 


TION PLAN, now in operation in hundreds 
of firms, provides the link. 
rates, automatically met through payroll 
deductions. An arrangement mutually at- 
tractive to employer, employee and agent. 


PAYROLL DEDUC- 


Low monthly 








A Quarter Billion Dollar Mutual Company, 62 
years old, with an understanding cooperative 


Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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Large Sums Invested 
in Federal Bonds 


How Various Enterprises 
Are Served Through 
Insurance Channels 


More than 42 percent of all funds in- 
vested by life insurance companies in 
the first two months of this year went 
into United States government bonds, a 
total of $291,000,000, the Institute of 
Life Insurance reported. 

As in previous national emergencies in 
the nation’s history, the flow of life in- 
surance funds has turned to government 
bonds in greatly increased volume. This 
year the two-month total of such pur- 
chases is nearly five times that of the 
same period of 1941. 

Purchases of Canadian government 
bonds also increased sharply, aggregat- 
ing $37,700,000, compared with only $2,- 
000,000 in the same period last year. 


Other Investments Made 


Overall, the purchases of securities of 
eovernment, business and industry and 
mortgage loans to home owners amount- 
ed to $689,000,000, an increase of 10 per- 
cent over the corresponding period of 
last year. 

Mortgage purchases showed an_ in- 
crease of 5 percent, $150,000,000 of in- 
surance funds going to property owners, 
Business and industrial security pur- 
chases amounted to $197,000,000 com- 
pared with $392,000,000 in the same 
period of last year. Purchases of state, 
county and municipal bonds totaled $12,- 
900,000 compared with $26,100,000 a 
vear ago. 

In the aggregate there was a net in- 
crease of approximately $250,000,000 in 
securities and mortgages owned by the 
life insurance companies for their policy- 
holders in January and February. 





C. I. Linnell, who retired Feb. 1 as 
associate personal manager of Pruden- 
tial, died April 4 at his home in East 
Orange, N. J. He was 60 years old. 
Mr. Linnell started with the Prudential 
in the mail department in 1898. He 
was a former president of the Pruden- 
tial Athletic Association and was well 
known in the field of athletic activities. 
In his youth he was an announcer at 
the old Newark Velodrome and at the 
6-day bicycle races at Madison Square 
Garden. 





HOW AMERICAS FAMILIES 
ARE FINANCIALLY PREPARED 
TO MEET WAR CONDITIONS 


NATIONAL INCOME PER FAMILY 


WORLDWARI[___—«4x$2179 
WORLD WAR IYFYZ-—/ WV $2931 


SAVINGS DEPOSITS PER FAMILY 
WORLD WAR I[_]$506 
WORLD WAR IG $ 810 


LIFE INSURANCE PROTECTION PER FAMILY 
WORLD WART[____]$1202 
WORLD WAR IYYyyy7/jw//|/ W 3839 


LIFE INSURANCE EMERGENCY 
CASH VALUES PER FAMILY 


WORLD WAR I [] $ 239 
WORLD WAR IGF $907 


WORLD WAR I INCOME YEAR 1917, 
OTHER FIGURES END OF 1917 


WORLD WAR II INCOME YEAR 1941, 
OTHER FIGURES END OF 194! 


INSTITUTE OF LIFE INSURANCE 











Treasury Stricter 
on Depreciation of 
Office Equipment 


NEW YORK—Agents accustomed 
to taking deductions on their income 
tax returns for depreciation on office 
furniture and equipment should take 
notice of a bulletin which the Treasury 
department has just issued revising its 
estimates of the average life of such 
equipment, according to W. E. Jetter, 
associate tax editor Research Institute 
of America, Inc. In most cases the re- 
vision has resulted in a lengthening of 
the estimated use or life, with a corre- 
sponding decrease in the permissible 
depreciation rates. 


Must Justify Higher Rates 


Anyone using materially greater de- 
preciation rates than the Treasury’s 
averages should be prepared to prove 
that there is strong justification for the 
difference, Mr. Jetter warns. As far as 
office furniture and equipment are con- 
cerned it would probably be necessary 
to show very exceptional circumstances 
to be permitted to deviate from the 
average. Following is a comparison of 
the old and new permissible annual de- 
preciation rates: 


old Allowed 


Type of equipment new rate 


Addressing and mailing 

WAAGHINGS  <566:0 ccee cs 10 6 35 
Bookkeeping machines. 1675 12% 
CEOlGUIRCOGS 6. ccccc cc ce 16%: 10 
IGRI 5 vs Ca coeaw eee woos 6- Dd 
DiGOMOON. oeccerdd ceed esia'a's 5 4 
Rugs, carpets and mats 1675 10 
Safes and vaults....... 2% 2 


Suggests Composite Values 


The Research Institute suggests that 
it might be less complicated to take a 
“composite life’ for office equipment, 
which the Treasury permits to be set 


at 15 years. It is the first time the 
Treasury has permitted a composite 
life. Or if the taxpayer wishes to seg- 


regate such equipment into groups, the 
Treasury considers that the useful life 
of safes is 50 years, furniture, fixtures 
and filing cases 20 years, and mechani- 
cal equipment 8 years. 

Should the Internal Revenue Bureau 
decide that an agent has taken too 
much depreciation in past years he 
might be able to offset this, at least in 
part, if he operated in some of these 
years at a loss. This procedure would 
rely on the Pittsburgh Brewing Com- 
pany decision which held that excess 
depreciation which had been of no tax 
benefit when taken could be restored 
to the basis of the property for pur- 
poses of future depreciation or sale. 


Ponder Insurance Law Program 


The council of the insurance section 
of the American Bar Association meets 
in Philadelphia May 11 to prepare the 
program for that section to be given at 
the annual American Bar Association 
gathering in Detroit, Aug. 24. John F. 
Handy of counsel for Massachusetts 
Mutual Life, Springfield, is secretary of 
the section. It is possible that the 
American Bar Association convention 
this year may not meet as now sched- 
uled. 

The section of insurance law was 
represented at the regional conference 
of the American Bar Association in 
Dallas, March 27-28 by Mr. Handy and 
by George P. Orr, director of claims, 


United States Aviation Underwriters, 
Philadelphia. Mr. Handy spoke on 
“The Impact of War on Life Insur- 


ance” and Mr. Orr on “Aviation Insur- 
ance and Its Part in the War Pro- 
gram.” 





Dalager in San Francisco 

A. B. Dalager, second vice-president 
of Equitable Society, is in temporary 
charge of the northern California 
agency in San Francisco pending the 
appointment of a general agent to suc- 
ceed the late M. Harold Casey. 





Warns Against Using of 
Dollar Values in Wills 





DETROIT—That legacies be speci- 
fied in wills in fractions or proportions 
of the total estate rather than in dollar 
values was advocated before the taxa- 
tion educational course of the Detroit 
C.L.U. chapter and Qualified Life Un- 
derwriters, by H. S. Hulbert, Detroit 
bank official and trust officer, and for- 
mer probate judge. 

Due to fluctuation of values and 
changes in tax requirements, conditions 
at the time of death of the maker of a 
will are likely to be much different from 
those at the time the will is made, Mr. 
Hulbert pointed out. Often an estate 
shrinks to the point where, if dollar 
values are specified, the minor bequests 
will more than absorb the entire estate, 
leaving the principal beneficiaries en- 
tirely disinherited, thereby negating the 
wishes of the maker of the will. Such 
a contingency cannot occur when frac- 
tions are left to each beneficiary. 

Each estate should carry sufficient life 
insurance to pay the maximum likely 
death taxes in order to prevent forced 
liquidation of part or all of the estate, 
which so often is necessary where no 
provision is made for the payment of 
the inheritance taxes, he said. 





John S. Kerns, Northwestern Mutual 
district agent at Pittsburg, Kan., and 


The Best.” 





















































‘Tins newest Flying Fortress . . . larger 
and more deadly than any of its prede- 
cessors ... is ‘One Of The Best” offensive 
weapons aiding our armed forces in their 
drive for Victory. Central Life ... with 
$1.10 of assets for each dollar of liability, 
a ratio well above the national average... 
also is recognized everywhere as “One Of 


CENTRAL LIFE 


ASSURANCE SOCIETY 


(Mutual) 
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national councillor of the Pittsburg 
Life Underwriters Association, has 
been elected president of the Rotary 
Club there. 





Joins National Fidelity Life 


John E. Jones, who was president of 
First National Assurance of Kansas 
City, has joined National Fidelity Life 
He will be in charge of selling the new 
participating family group contract. 





Substitutes Bonds for Convention 

LOS ANGELES—Pacific Mutual Life 
will establish a “victory defense bond 
fund” to replace the 1942 company con- 
vention. The company will contribute 
to the fund the amount of the transpor- 
tation costs from home communities to 
Los Angeles. 

Defense bonds purchased by the fund 
will be distributed among the qualifying 
Big Tree Club members on the basis 
of shares corresponding to the amount 
of club qualifying business. 





Bankers of Nebraska Bonus 


Gifts of from $10 to $100, depending 
upon tenure of service, have been given 
to employes of Bankers Life of Ne- 
braska with a message from President 
H. S. Wilson suggesting that the em- 
ploye remember his increased tax liabil- 
ity and also the importance of buying 
savings bonds. 
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“Barron's” Lite Insurance Articles 


THE series of life insurance articles in 
“Barron’s” financial weekly is nearing 
its half-way mark and there is still no 
sign of the startling disclosures prom- 
ised in the advance publicity campaign. 
Perhaps the author, Bernard W. Lev- 
more, New York City insurance consul- 
tant, is holding back his amazing dis- 
closures until nearer the end of the 
series. However, a perusal of the first 
five articles raises considerable doubt that 
many of “Barron's 
those in the life insurance business—will 


” 


readers—outside of 


be sufficiently interested to wade 
through the rest of the series. 
Mr. Levmore undoubtedly knows 


quite a bit about life insurance contracts 
but his articles to date have conspicu- 


ously failed to discuss the subject in 
terms that would interest laymen, even 
though readers of “Barron's” might be 
presumed to be above average in their 
knowledge of financial matters. The re- 
action of the average reader, unless he 
happened to be consumed with thirst for 
knowledge about the life 
insurance contracts, to be, 
“So what?” 

To an 
dent feature of the 
Mr. Levmore’s bias in favor of term in- 


mechanics of 
would seem 
man the most evi- 
“Barron's” 


insurance 
series is 


surance. His standard objection to any 
other form of policy, even including 


those containing a considerable element 
of term insurance, is that if the policy- 
holder’s situation should change in the 
future then that particular contract 


would not be the best one for him. 
However, in singing the praises of 
term insurance’s flexibility and its con- 
vertibility to other types of insurance, 
Mr. Levmore fails to emphasize the 
snare which term insurance sets for the 
unwary. This snare, as every insurance 
man knows, is the human tendency for 
the policyholder to continue on the term 
basis when he should be building up a 
program of permanent insurance. As 
each year goes by the cost of converting 
becomes higher. Even if the insured 
intends to build up his own separate in- 
vestment fund he rarely does so consist- 


ently and when he does it is doubtful 
that his results are, on the whole, as 
good as those a life company would 


achieve for him. 

Perhaps the fact that Mr. Levmore is 
only 27 is responsible for much of his 
pro-term bias. To a term 
insurance seems extremely attractive. It 
looks as if there is going to be plenty of 
time to convert to permanent insurance 
and in the meantime the term rate is 
agreeably low. The older man whose 
family obligations are still heavy and 
who is faced with either losing much of 
his coverage or converting to whole life 
at a staggering increase in outlay looks 
at his term insurance in a somewhat dif- 
ferent light. It would be interesting to 
look ahead to the year 1972 and 
what Mr. Levmore thinks about term in- 
surance then. Perhaps it would pay us 
all to look back from 1972. 


young man 


sec 


Actuary as Commissioner 


THE appointment of a life insurance 
actuary as insurance commissioner is a 
novelty but it is seen in Maine where 
\. W. Perkins, -assistant actuary of the 
Pan-American Life of New Orleans, has 
been named to that position. He is a 
former school man, graduating from the 
University of Maine in mathematics and 
then returning there afterwards to 
teach that subject. He, therefore, has 
been steeped in mathematics both in his 
college teachings and_ his 


career, his 


actuarial position, He studied actuarial 
science at the University of Iowa and 
then went to the head office of the 
Aetna Life in the actuarial department. 
He is a member of both the Actuarial 
Society of America and the American 
Institute of Actuaries. He is a young 
man of real promise, well educated, 
well schooled and now people in his state 
will have a particular interest in seeing 
how he works out in a political position. 


He has good stuff in him. 


Conserving a One-Man Business 


COMMISSIONER SIMs of West Virginia 
recently has taken cognizance of the 
danger to an agent’s business when he 
is called to military service provided 
it ig a one-man agency. The commis- 
sioner rightly concludes that if the agent 
is in the service for some time his in- 
insurance business will gradually de- 
cline because he is not giving it personal 


attention. From a patriotic standpoint 
the commissioner feels that some action 
should be taken by the companies, the 
agents’ organizations and the agents 
themseives in the community to protect 
such an office from losing what has been 
built up. He holds that it would be true 
sportmanship for other agents and their 
organizations to see to it that such a 


man’s business is properly protected so 
that when he comes back he can start 
in the business about where he left off. 

So far as we know this is the first 
action taken by an insurance commis- 
sioner in such a case. The commissioner 
probably has no legal authority but he 
is using his high office to urge competi- 
tors to recognize an unusual situation 
for which an agent of this kind is not 
responsible. He goes into military serv- 


ice for his country. When he comes 
back he should have some foothold and 
what he had developed should not be 
entirely lost. 

In a number of places competing 
agents have voluntarily agreed to look 
after a competitor’s business when he 
is ushered into military life. It might 
be well for local associations where such 
exist to undertake the conservation of 
an agency of this character. 








PERSONAL SIDE OF THE BUSINESS 





Richard Meyer, who recently became 
manager of the Ives & Myrick agency 
of Mutual Life in New York City, is 
bereaved by the death of his mother. 

William Klusmeier, manager of West- 
ern & Southern Life at South Bend, 
Ind., has been appointed executive chair- 
man of the war bond staff of St. Joseph 
county. He has previously been chair- 
man of the life underwriters division of 
the pay roll allotment plan. 

E.. J. McGivney, vice- -president and 
general counsel of Pan-American Life, 
has been through a serious illness that 
lasted for a number of weeks. He now 
has returned to his office and is gradu- 
ally rounding into form. 

Joy M. Luidens, executive secretary 
of the Chicago Association of Life Un- 
derwriters, had a birthday party Mon- 
day in the association office which was 
attended by W. N. Hiller, the presi- 
dent; J. H. Brennan, Fidelity Mutual, 
president Life Agency Managers of 
Chicago, who is scheduled to be the 
next association president, and many 
other leaders of both sexes. Miss Lui- 
dens cut a huge birthday cake and 
served coffee and bonbons. She re- 
ceived many cards and felicitations. 

Malcolm B. Magers, who has been 
selling life and general insurance in 
Hawaii since 1935, has returned with 
his family to the United States and is 
now associated with the Edward G. 
Mura agency of New England Mutual 
Life in Kansas City. Mr. Magers was 
with Pacific Mutual Life at Sioux City 
before going to Hawaii. He became 
associated with Home Insurance Co. 
of Hawaii, which in addition to writ- 
ing general lines, represents New Eng- 


land Mutual Life. Mr. Magers served 
as vice- president of the Hawaii Asso- 
ciation of Life Underwriters while 
there. 

Mr. Magers was operating his short 


wave radio equipment on Dec. 7, when 


the Japanese attacked. 

Herley S. Daily, general agent of 
Connecticut Mutual Life in Kansas 
City, Mo., was elected a councilman at 
large, in the recent city election there. 
This is Mr. Daily’s first experience as 
a candidate for office, though he has 
been active in civic life in Kansas City, 
where he has been general agent for 
Connecticut Mutual since 1921. 


Commissioner Kavanaugh of Colo- 
rado has returned to his office after 
being confined to his home for a time 
with an illness contracted during his re- 
cent trip to the Pacific Toast. 

J. B. Hutcheson, district manager of 
Mutual Life of New York at Roanoke, 
Va., has completed his 1025th week of 


weekly production. He has 
written one or more policies every week 
for almost 20 years, since he became 
associated with the company. He leads 
his nearest competitor by nearly 100 
weeks. 

“The Beneficiary of Partnership In- 
surance,” treatise on insurance formu- 
lae as applied to business partnerships, 
which gamed national recognition after 
its first edition, has been revised by its 
author, W. B. Wells, New York Life, 
Portland, Ore. The second and revised 
edition is larger and goes farther into 
this highly complicated phase of under- 
writing than previously. 

President A. N. Kemp of Pacific Mu- 
tual Life has been nominated for direc- 
tor of the Standard Oil Company of 
California, the election to be held 
May 7. 


consecutive 





DEATHS 


Medical Director of 
Commonwealth Life Dies 
Wilton Blackford, 


director of Commonwealth 
chairman of the 
American Life 





3, medical 
Life and 


Medical Section of the 
Convention, 


died after 





DR. W. F. BLACKFORD 
several months’ illness. Dr. Blackford 
recently had undergone an operation, 


from which he never recovered. 
Dr. Blackford was born in Olney, IL, 
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“How they fall for these Educational Policy guys with a future!” 


and was a graduate of the University 
of Louisville medical school. He joined 
Commonwealth Life in 1905, and had 
been medical director of the company 
for 25 years. Dr. Blackford was elected 
chairman of the Medical Section of the 
A. L. C. at its convention last June. He 
outlined the program which the section 
will present at its meeting in Colorado 
Springs June 4-6. He also had served 
as an official of the Association of Life 
Insurance Medical Directors. 
Byrd, Boland at Services 

Representing the Medical Section at 
the funeral services in Louisville were 
Dr. B. F. Byrd, medical director Na- 
tional Life & Accident; Dr. John E. 
Boland, medical director Country Life. 





Eminent Canadian 
Long in Harness, Dies 








THOMAS B. MACAULAY 


Thomas B. Macaulay, former presi- 
dent of Sun Life of Canada, and chair- 
man emeritus of that institution, died 
ast week at his country home at Hud- 
son Heights after a brief illness. He 
was about 82 years of age. He spent 


67 vears in the service of the Sun Life 
and was its president for 20 years. 

Mr. Macaulay was born June 6, 
1860, in Hamilton, Ont. He entered 
the service of the Sun Life, Oct. 2, 
1877. He became actuary in 1880, sec- 
retary in 1889, was made a director in 
in 1896, was elected managing director 
in 1906 and succeeded his father, Rob- 
ertson Macaulay, as president in 1915. 
He was chosen chairman of the board 
in 1934 when he retired from active 
service. 

He conducted an important experi- 
mental farm at Hudson Heights, spe- 
cializing in Holstein cattle and strains 
of corn and soybeans suitable for Ca- 
nadian conditions. He founded the 
Macaulay Institute of Soil Research 
at Aberdeen and branch experimen- 
tal farm at Stornoway, Hebredes. 


He was distinguished in many _ or- 
ganizations, actuarial, insurance and 


otherwise. He received the honorary 
degree of doctor of laws from McGill 
University, Edinburgh University and 
Aberdeen University. 


W. B. Wiegand, chief examiner of the 
New Jersey department, died in the 
Newark Presbyterian Hospital following 
a cerebral hemorrhage. He was an ex- 
aminer for the New York department, 
before going to New Jersey in 1926. He 
was the author of several books includ- 
ing one on fire insurance. He served 
in the first world war and at the time 
of his death was a captain in the reserve 
corps. 

Curtis C. Williams, 80, who retired in 
1935 as president of Federal Union Life 
of Cincinnati, died in Columbus, O. 
Funeral services were held in Cincin- 
nati. He was at one time common pleas 
judge and was also city safety director 
of Columbus. He had practiced law 50 
vears. He was a graduate of Mount 
Union College at Alliance, O. 

Charles V. LeCrew, superintendent of 
southern agencies of State Life of In- 
diana since 1901, died at his home in 
Atlanta after a short illness. He was 
the father of Maj. Roy LeCrew, former 
mayor of Atlanta, who has been gen- 
eral agent of State Life for 18 vears. 

Maj. R. P. Hooe, 72, veteran agent 
of Aetna Life in San Francisco and for 
many years one of the agency’s most 
consistent personal producers, died at 
his home in Palo Alto, Cal. 





Des tested, up-to-the-minute 
is the Case Boox, the Mutual Benefit’s procedure for 


training new members of the agency organization. 





Each succeeding case, interesting in itself as an indepen- 
dent study, takes the new agent a step further toward 
complete competence as a life underwriter. Coupled with 
daily assignments of field activity, it makes continuous 


progress an accomplished fact. New men like it! 
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A PIONEER IN JUVENILE INSURANCE—POLICIES 
“JUST LIKE DAD'S” 


Many life underwriters failed to appreciate that their 
clients had children—or that children are an important 
and indivisible unit of the family—until the Social Secur- 
ity Act was passed. 

Agents of Mutual Trust have been writing children (with- 
out military restrictions) for more than a quarter of a 
Century and many holders of such policies are now in the 
armed forces. One of them gave his life for his Country 
at Pearl Harbor. 


POLICIES TO FIT EVERY LIFE INSURANCE NEED 
FOR BOTH SEXES FROM DATE OF BIRTH TO 
OLD AGE. 


Nothing Bella tn Life Insurance 
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NEWS OF THE COMPANIES 





New York Life’s Chairman 
Is Soon to Retire 


Alfred L. Aiken, chairman of the 
board of New York Life, will retire 
from the company in May. He was ap- 
pointed chairman in 1941 after serving 
as president from December, 1936. He 





ALFRED L. AIKEN 
was formerly connected with the Na- 
tional Shawmut Bank of Boston, being 


president. He went from there to New 
York Life. Shortly after he graduated 
from Yale, Mr. Aiken went with State 
Mutual Life and going through various 
positions became chief clerk in the ac- 
tuaries department. He went to Bos- 
ton and joined the New York Life in 
the production division. When he was 
26 years of age he became assistant 
manager traveling in New England in- 
structing agents. 

After a number of years he left the 
Boston agency to become assistant to 
the president of the State National 
Bank of Boston. Then he was elected 
president of the Worcester County In- 
stitute of Savings, the largest bank of 
its kind in New England outside of 
3oston. Then he became president of 
the Worcester National Bank. When 
the federal reserve system was organ- 
ized he was elected governor of the 
Federal Reserve Bank for the first dis- 
trict having jurisdiction over New 
England. He left that position to be- 
come president of the National Shaw- 
mut Bank. He returned to the New 
York Life as vice-president. 


J. W. Thomson, Actuary of 
North Amer. Re, Retires 


John W. Thomson, vice-president and 
actuary of North American Reassur- 
ance, has retired on account of continu- 
ued ill health, which has made it impos- 
sible for him to resume active duty. He 
has been on leave since last July. 

Mr. Thomson’s outstanding ability as 
an actuary is well known throughout the 
United States and Canada as well as 
abroad. Heewas a brilliant student of 
George Watson’s College in Edinburgh 
and qualified as an actuary early in his 
insurance career by becoming a fellow 
of the Faculty of Actuaries in Scotland. 
He was later government actuary for 
Scotland. His whole insurance career 
in the United States has been with 
North American Reassurance which he 
joined in 1924 as actuary. 

Mr. Thomson achieved wide recogni- 
tion for his ability as an underwriter and 
for several years before his retirement 
most of his time was absorbed in the se- 
lection of reinsurance risks. He was ac- 
tive in the Home Office Life Underwrit- 
ers Association, and consistently at- 
tended the meetings of the actuarial or- 


ganizations. A man of broad culture 
and literary tastes, Mr. Thomson is a 
great lover of books and has a fine li- 
brary which includes many noteworthy 
first editions. 


Boyle Assistant in Mutual 
Life’s Realty Department 


NEW YORK—A. A. Boyle, formerly 
secretary, treasurer and resident attor- 
ney of Continental Realty Investing 
Company, New York City, has been ap- 
pointed to assist Henry Verdelin, vice- 
president and manager of the real estate 
department of Mutual Life, in the gen- 
eral operation of the department. 

Mr. Boyle entered the New York real 
estate field with Lawyers Title & Trust 
in 1919, following his return from 
France as a sécond lieutenant. In 1922 
he became secretary of Warde-Lands- 
boro Land Company and in 1924 joined 
William Henry Barnum & Co. When 
Continental Mortgage Guarantee Hold- 
ing Company and its subsidiary, Conti- 
nental Mortgage Guarantee Company, 
were organized in 1929 he was appointed 
secretary of both. When Mortgage 
Guarantee Company was liquidated in 
1937, after paying all its guarantee obli- 
gations, its assets were transferred to 
the parent company, which then became 
known as Continental Realty Investing 
Company, Mr. Boyle continuing as sec- 
retary. 

New World Buys Building 

New World Life of Seattle has pur- 
chased the Arctic building in its home 
city which will serve as the home office. 
This is a 15-story structure that was 
built in 1905. 


Haig Heads Winnipeg Company 


John T. Haig, formerly vice-president, 
has been elected president of Universal 


Life, Winnipeg, succeeding S. C. Tweed, 
whose death occurred recently. 








Big Agency Problem in Canada 


TORONTO — Canadian life compa- 
nies, confronted with Canada’s new 
manpower legislation which prohibits 
non-essential industries from hiring men 
between 17 and 45, now are confronted 
with a problem in keeping agency forces 
up to required strength. 

The government order is interpreted 
as prohibiting the hiring of men _ be- 
tween those agents as full-time salesmen 
unless they have been rejected for 
armed service. 

Greater use of part-time men, in- 
creased use of general insurance pro- 
ducers in larger cities and towns, more 
women agents and hiring men over 45, 
have been’ suggested as possibilities. 


Baltimore Congress May 15 


The sales congress of the Baltimore 
and District of Columbia Life Under- 
writers Associations will be held May 
15 at the Lord Baltimore Hotel in 
Baltimore. Harry N. Stadler, Travel- 
ers, Baltimore, is general chairman. 

At the Baltimore association’s meet- 
ing Thursday, William A. Arnold, II, 
general agent of Penn Mutual, Harris- 
burg, Pa., discussed “Present Day Life 
Insurance Sales Problems.” 

Clayton Demarest, Jr., general agent 
Atlantic Life, reported on war bond 
sales. 


Acacia Sponsors Film Shows 


Acacia Mutual is continuing its series 
of film showings in the home office au- 
ditorium, combining occupational studies 
and civilian defense training. This ac- 
tivity is sponsored by the Acacia Under- 
writers Club. The sound film “Fighting 
the Fire Bomb,” was shown, and later 
“Bridging San Francisco Bay,’ spon- 
sored by the United States Steel Cor- 
poration of Delaware. The films are 
proving to be helpful in evaluation of 
occupational risks. 
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PROOF OF THE PUDDING 


Gratifying evidence of its long policy of 
friendliness comes year in and year out from 
Fidelity managers, agents, and policyholders 
to prove that it still holds its reputation for fair 
dealing. It is a measure of successful man- 
agement which is highly important. 


Fidelity operates in thirty-six states_ includ- 
ing New York and the New England states, 
with the wide range of policy forms neces- 
sary to meet present day needs. 
enough to command prestige, 
enough to maintain the common touch. As 
of December 31, 1941 it had more than $382,- 
000,000 of insurance in force. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Large 
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Spinning Wheel 


What would it cost 
to replace Joe? 


“Joe’s more than just a good 
executive. He’s been around a 
long time, he knows all the short- 
cuts—and his memory holds facts 


and figures like flypaper. 


“People just naturally turn to 
Joe in any kind of a jam. Lately, 
He’s 
to answer, 
His 
load’s a lot heavier—but Joe keeps 


they’ve needed him oftener. 
had 


more quick decisions to make. 


more questions 


zoing—somehow. 


“What would happen if Joe 
What would 


it cost your firm—in cash and con- 


caved in tomorrow? 


fusion ? 

“Tense times like these highlight 
the fact that brains are often more 
important than buildings — and 


harder to replace. Losing a key 


. . . ” 
man can easily disrupt a business. 


“What would it cost to replace 
Joe?” is one of the questions put 
before more than 100,000 readers 
of Business Week by New Eng- 
of business 
These dra- 


matic advertisements are helping 


land M{utual’s series 
insurance messages. 
advanced underwriters develop 
worthwhile prospects for the Com- 
pany’s “Business Stabilization 


Plan.” 


New England 
Mutual 


Ly Insurance Company 


THE FIRST MUTUAL LIFE INSURANCE 
COMPANY CHARTERED IN AMERICA « 1835 
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LIFE AGENCY CHANGES 





Robison and Smith 
Are Advanced 


William La Von Robison, manager 
of the Montana agency of Mutual Life 
of New York, Billings, since 1938, has 
been appointed Minneapolis agency man- 





W. La V. Robison R. H. Smith 


ager, effective April 16. Ralph H. 
Smith, who has been agency organizer 
in the Montana agency since 1937, will! 
succeed Mr. Robison as manager in 
Billings. 

Mr. Robison has had an outstanding 
record, By the close of 1938 the Mon- 
tana agency had risen 24 places to 32nd 
position in ranking; in 1939 it advanced 
to third place, and it has continued to 
rank among the top-flight agencies. 

In Business 18 Years 

Mr. Robison entered life insurance as 
an agent of Mutual Life at Boise, Ida., in 
1924. His father, William Robison, was 
district manager there and still repre- 
sents the company with a record of about 
40 years’ service. The son was appointed 
dis trict manager at Boise in 1929, agency 
organizer at Billings in 1936 and Mon- 
tana agency manager in 1938. 

During his 12 years as agent he was 
a consecutive weekly producer for 624 
weeks. He was for 10 years a member 
of the National Field Club, selling a 
minimum of $250,000 annually, and was 
cited among the national leaders 8+ 
times and held first place for two years. 

Mr. Smith joined Mutual in 1931 as 
a part-timer in the Montana agency at 
Cody, while associated with a bank. Hz 
became a full-time agent in 1932, and 
in 1934 was appointed supervising as- 
sistant in northern Wyoming, at Sheri- 
dan. He moved to Billings as agencv 
organizer in 1937. He has ranked fifth 

higher in business produced and in 
one year ranked first among agency or- 
ganizers country-wide. 





More Takes Over Ottawa 
Branch for Canada Life 


W. D. Burden, manager of the Ot- 
tawa branch of Canada Life, has been 
granted leave of absence to accept a 
commission in the ordnance corps of the 
Canadian army. Murray L. More has 
been appointed branch supervisor and 
will be in charge in Ottawa. 

Mr. Burden joined the company in 
1914. After service during the first 
world war, he returned to the company 
and later was appointed inspector in the 
Eastern Ontario branch. Subsequently 
he became assistant manager at Ottawa, 
becoming manager in 1940. Since 1920 
he has qualified for the Quarter Million 
Club every year. 

Mr. More joined Canada Life in 1928 
in the head office accounting depart- 
ment. He served as secretary of the 
East Quebec branch and then as district 
manager at Chicoutimi, Quebec. He 
was associated in special educational 
work for a while before his appointment 
as supervisor in Ottawa in 1940. 


A. D. Lack of the home office of 
Metropolitan Life is relieving Manager 
Frederick Oerter of Pittsburg, Kan., 
who has been granted a_ temporary 
leave of absence. 


Penn Mutual Names 
Rowley in Boston 


Norman W. Rowley has been ap- 
pointed manager of the Henry W. Fa- 
ser, Jr., agency of Penn Mutual Life in 
Boston. 

Mr. Faser has received a commission 
as lieutenant in the naval reserve, and 
has been called to active duty attached 
to the Boston navy yard. 

Mr. Rowley has been a unit manager 
in the home office agency of Penn Mu- 
tual in Philadelphia, assisting Joseph H. 
Reese, general agent. He has been with 
Penn Mutual since 1913. He was first a 
clerk in the underwriting department. 
and began selling after two years in the 
army during the first world war I. He 
has been a unit manager since 1931. 





Klingensmith Standard’s 
Pittsburgh General Agent 


Standard Life of Pittsburgh has ap- 
pointed George Ww. Klingensmith gen- 
eral.agent in Pittsburgh and vicinity. 
Mr. Klingensmith attended Penn State 
College. He became associated with an 
industrial firm of Pittsburgh city as a 
mechanical engineer. In 1931 he joined 
an investment firm and he soon rose to 
the position of manager. His next step 
was to life insurance and he already has 
a good-sized organization which is one 
of ‘the leading producing units of Stand- 
ard Life. 





Slaton with Reserve Loan 
DALLAS—Fred D. Slaton, for many 


years with the Dallas city agency of 
Southwestern Life, has become mana- 
ger of the Dallas agency of Reserve 
Loan Life, with offices in the Kirby 
building. 

Sam C. Unsell, for the past few years 
general agent for Reserve Loan Life in 
Wichita Falls, is returning to Dallas, 
his former home, as a personal producer 
associated with Mr. Slaton. 


Place Asia War Zone Men 


R. N. Bray, formerly manager at 
Singapore of Confederation Life, has 
been appointed assistant manager of the 
British Columbia mainland division. H. 
W. Merrick, former manager at Hong 
Kong, has been appointed assistant 
manager of Toronto city and suburban 
division. 


W. W. Averett, general agent of Pa- 
cific Mutual Life at Lynchburg, Va., has 





appointed J. A. Boserman district man- 
ager at Harrisonburg, Va. 





Travelers Appoints Two 


Thomas M. Gilbreath of Bonne Terre, 
Mo., has been appointed a field assistant 
in the life department of Travelers in 
St. Louis. He previously was a sales- 
man for the Bonne Terre Farming & 
Cattle Co. 

Graham C. Myrick becomes field as- 
sistant in the life department at Houston. 
Mr, Myrick previously was with Inter- 
national Harvester in Houston and 
Chevrolet Motor Co. in New Orleans. 


N. J. Job Insurance 
Won't Affect Agents 


NEWARK—The Dill recently intro- 
duced in the New Jersey legislature to 
amend several sections of the unem- 
ployment compensation act will not at- 
fect life insurance underwriters. This 
was brought about through the efforts 
of Fred A. Ditmars, former president 
of the Life Underwriters Association of 
Northern New Jersey; F. L. Garra- 
brant, president Monmouth association 
and C. R. Howell, president Trenton 
association. 





petitors. 





What Is Your Reputation? 


Are you, Mr. Life Underwriter, 
known as one who sells life insur- 
ance or merely as one who rep- 
resents a life insurance company? 


One way or the other, there is 
a difference that is keenly felt by 
your pocketbook and your com- 
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NEWS OF LIFE ASSOCIATIONS 





Elect Cooper Head 
of Florida Body 


ORLANDO, FLA.—H. Laurence 
Cooper, Gulf Life, Jacksonville, was 
elected president of the Florida Asso- 
ciation of Life Underwriters at the an- 
nual convention here. J. D. Comman- 
der, Metropolitan Life, Miami, was 
named first vice-president; T. E. Gray, 
Penn Mutual, Tampa, second  vice- 
president; Cecil Beck, Equitable So- 
ciety, Orlando, third vice-president; 
George Morrison, Pacific Mutual, St. 
Petersburg, fourth vice-president, and 
Charles Mann, Jacksonville, secretary- 
treasurer. 

Commissioner Larson of Florida paid 
tribute to the life men for their efforts 
in war bond sales. He stressed the im- 
portance of providing for the security 
of families in times of stress and 
pointed to the economic strength pro- 
vided by the nation’s life insurance in 
force. 

John A. Witherspoon, John Hancock 
Mutual, Nashville, president, and W. H. 
Andrews, Jr., Jefferson Standard, 
Greensboro, N. C., trustee of the Na- 
tional association, and Cecil Woods, 
president Volunteer State Life, were 
among the outstanding speakers at the 
managers’ session. At the general ses- 
sion Mr. Witherspoon, W. V. Walker, 
vice-president Life & Casualty, and Dr. 
W. B. Bailey, Travelers economist, 
were the principal speakers. 





Louisville Sales Congress 
Program Is Announced 


LOUISVILLE—Lieutenant 
nor Meyers of Kentucky will open the 
Louisville Life Underwriters Associa- 
tions annual sales congress April 24 
with an address of welcome. Speakers 
will include W. A. Lonsford, assistant 
manager industrial agency department 
Commonwealth Life; C. C. Robinson, 
editor of “Insurance Salesman,” ‘This 
Ching We Sell’; James A McLain, 
president Guardian Life; K. R. Clark, 
attorney, “Pension Trusts;” Paul Dob- 
son, Northwestern National Life mil- 
lion dollar producer, Minneapolis, “The 
Agent and His Public Relations.” 

At the luncheon awards will be pre- 
sented to the leading producers of each 
company. 


Gover- 





Meeting Transportation 
Problem Los Angeles Topic 


LOS ANGELES—At a meeting of 
the Life Insurance Forum of the Life 
Underwriters Association of Los An- 
geles, a panel discussion on what life 
men may expect under present war time 
conditions, so far as transportation is 
concerned, was staged under the topic, 
“No Tires—So What?” 

M. R. Foulkes, New England Mutual 


Lite, talked on “Better Routing of 
Calls.” He urged agents to: make more 


use of the street cars and other transpor- 
tation means, and walking, as well as 
making an effort to avoid chasing from 
one end of the territory to the other on 
single calls. He outlined a system by 
which they can arrange policyholders, 
prospects and suspects so as to elimi- 
nate the single-call factor. 


Use of Mail and Telephone 


He pointed out also that the average 
prospect is not able to get around as 
much as he did. He stays at home more. 
This makes for going to his home for 
appointments, His staying at home re- 
sults in reduced automobile expenses. 
This gives him more money to spend for 
taxes, government bonds and one com- 
modity on which the government has 
placed no restrictions,—life insurance. 

John F. Curtis, agency assistant of the 
Yates agency of Massachusetts Mutual, 
spoke on “The Combined Use of Mail 


and Telephone” along the same line as 
his talk with the southern California car- 
avan. He stressed that use of the tele- 
phone, not its misuse—citing three kinds 
of calls all of which are wrong—as a 
supplement to direct mail matter always 
will bring an interview and an opportu- 
nity thereby to avoid much running 
around with an automobile, thus con- 
serving both time and rubber. 

Troy M. Ziglar of the Wilshire boule- 
vard industrial office of Prudential, 
speaking on “The Man on a _ Debit 
Knows How to Concentrate,” said the 
industrial debit usually covers an area 
of about six or seven blocks. There is 
enough business in those blocks without 
going long distances. He also concen- 
trates still farther by cultivating a single 
block and getting interviews in that re- 
stricted territory, thereby avoiding long 
drives. He outlined methods of using 
the social security plan as an approach. 

Charles E. Cleeton, Occidental Life, 
president of the Los Angeles associa- 
tion, spoke of the proposed city ordi- 
nance fixing occupational taxes on cer- 
tain occupations, among them life insur- 
ance salesmen. He said that attorneys 
for the association are making an effort 
to have that provision eliminated and 
cited a California supreme court decision 
in a former case which declared such an 
act unconstitutional. 





Milwaukee Sales Congress 
Program April 16 Is Given 


MILWAUKEE — Plans have been 
completed for the annual one-day sales 
congress to be held by the Milwaukee 
Association of Life Underwriters April 
16. Bert Nelson, Northwestern Mu- 
tual, is chairman of the program com- 
mittee. Speakers announced are Mayor 
Zeidler in a welcome and patriotic talk; 
Lowell Schwinger, Waterloo, Ia., half- 
million producer for Northwestern Mu- 
tual, speaking on “How Much _ Is 
Enough in Today’s Market;” Walter 
Hiller, Penn Mutual, president Chicago 
association, in a demonstration of “A 
Stock Liquidation Sale,” assisted by 
Jack Windsor, Milwaukee, Connecticut 
General; C. J. Zimmerman, Chicago, 
Connecticut Mutual, on “Life Insur- 
ance in a Changing Market,” and Paul 
Speicher, R. & R. Service, on “War- 
time Responsibilities of the Life Un- 
derwriter.’ A special feature will be 
eiven at the luncheon by Edward Hoff- 


mann, Equitable Society, and Jack 
Nusshaum, Massachusetts Mutual. 
President Henry Fuller, Sr.,  North- 


western Mutual, will be chairman. The 
registration fee will be $2, including 
luncheon, but non-members will be re- 
quired to pay an additional $3 which 
will be applied to dues if they decide 
to join the association. 


on Conn. State Program 


Final arrangements have been made 
for the Connecticut state sales congress 
in Hartford April 24. The theme is 
“Life Insurance—a First Line of De- 
fense,”’ and a group of top-flight speak- 
ers have been secured. The congress 
will be open to all insurance men and 


will be held in the Aetna Life audi- 
torium, 

The committee has arranged to have 
a special railway car for agents travel- 
ing from Stamford, Bridgeport and New 
Haven. 

All of the speakers with the excep- 
tion of I. S. Kibrick, who represents 
New York Life in Brockton, Mass., are 
from New York. They are: Beatrice 
Jones, Equitable Society, president of 
the New York Life Underwriters Asso- 
ciation; Lawrence E. Simon, general 
agent Massachusetts Mutual; Edward L. 
Reiley, general agent Penn Mutual; 
Willard L. Momsen, Northwestern Mu- 
tual, and Edgar Kobak, vice-president 


in charge of the Blue Network of the 
National Broadcasting Company. 


List Kansas Congress Speakers 


Among the speakers announced for 
the Kansas sales congress April 24-25 
at Emporia are John A. Witherspoon, 
president; Herbert A. Hedges, secre- 
tary National Association of Life Un- 
derwriters; J. C. Higdon, Business Men’s 
Assurance, and A. C. Palmer, R. & R. 
Service. Harold Lunsford, Farmers & 
Bankers, is general chairman. Luncheon 
speaker will be David L. MacFarlane, 
dean of men at Emporia State Teachers 
College. Don Pierce, Topeka, is chair- 
man of the general agents and mana- 
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gers session which opens the two-day 
session with a seminar and banquet. 

The annual meeting of the Kansas 
Association of Life Underwriters, which 
sponsors the sales congress, is sched- 
uled for the afternoon of April 25, clos- 
ing the session. J. Conklin, Equi- 
table Society, Hutchinson, is president 
of the Kansas association. 


Hold Detroit Congress April 30 


DETROIT—Part of the program has 
been completed for the Detroit Qualified 
Life Underwriters’ sales congress April 
30. Clyde Manion, Equitable Society, 
vice-president of Q. L. U., is general 
chairman of the congress. 

John A. Witherspoon, president of the 
National association will speak at the 
luncheon. The Detroit C. L. U. chapter 
will have charge of a sales demonstra- 
tion and question-and-answer hour un- 
der direction of L. L. Mackey, general 
agent Home Life. The demonstration 
will deal with the programming of a 
moderate sized case. There will be a 
speaker on the sale of group cases. Four 
outstanding local men will present their 
sales ideas in 15-minute talks. 


Agger, Jaqua on N. J. Card 


Speakers already announced for the 
sales congress of the New Jersey Asso- 
ciation of Life Underwriters in Asbury 
Park, June 5, are Commissioner Agger 
of New Jersey and A. R. Jaqua, asso- 
ciate editor of the Diamond Life Bulle- 
tins. 

Both the state association and the 
Northern New Jersey association will 
elect officers. Five local associations 
will participate. 


Cincinnati—Vincent P. Conroy, vice- 
president Transcontinental-Western Air 
Lines, will speak April 17. 

Rockford, Ill.— A. J. Zern, Chicago, 
unit manager Northwestern National 
Life, will speak April 9 on “Selling in 
the 1942 market.” 

Springfield, Mass.— Wilbur W. Hart- 
shorn, trustee of the National Associa- 
tion of Life Underwriters and manager 
of Metropolitan Life in Hartford, spoke 
at a meeting Monday. He is chairman 
of the general agents and managers 
committee of the National association. 


St. Louis— The March meeting was 
designated as “presidents’ day.’ These 
past presidents were at the head table: 
William King, Fidelity Mutual, 1916- 
1917; Dick Oliver, New York Life, 1921- 
1922; I. W. Fischer, Mutual Life, 1924- 
1925; A. W. Green, Equitable Society, 
1929-1930; J. G. Callahan, Metropolitan, 
1932-1933; H. A. Moores, National Life, 
Vt., 1933-June; A. P. Shugg, Aetna Life, 
1934-1935; A. E. Miller, Union Central, 
1935-1936; Adam Rosenthal, Acacia Mu- 
tual, 1937-1938; Frank Vesser, Reliance 
Life, 1938-1939; F. T. Rench, National 
Life, Vt., 1939-1940; Wellborn Estes, Oc- 
cidental Life, 1940-1941. 

John A. Witherspoon, president of the 
National Association, outlined a_six- 
point program which his administration 
has formulated for the advancement of 
the interests of life underwriters. 

These agencies received 100 percent 
membership certificates: A. P. Shugg, 
Aetna Life; C. H. Erickson, Metropoli- 
tan (Granite City); L. S. Becker, Lin- 
coln National; A. E. Miller, Union Cen- 
tral; G. A. Hild, John Hancock; G. H. 
Means, Metropolitan (O’Fallon district); 
R. D. Jeffrey, Provident Mutual; D. D. 
Kelly, John Hancock. 

Pittsburgh—V. M. Shewbert, general 
agent of Home Life, addressed a meet- 
ing at Washington, Pa.; K. W. Conrey, 
general agent Penn Mutual Life, was 
the speaker at a luncheon meeting at 
New Castle and R. R. Dodson, manager 
General American Life, addressed an 
evening meeting at Aliquippa, Pa. 

Manhattan, Kan.— Harold Lunsford, 
Emporia general agent of Farmers & 
Bankers and general chairman of the 
Kansas sales congress being held there 
April 24-25, spoke. 

Topeka, Kan.—The meeting day has 
been changed from Saturday to Friday 
so that industrial agents may attend. 
Dr. W. Ernest Collins of the Central 
Congregational Church, who is a mem- 
ber of the draft board, spoke on “Agents’ 
Morale.” 

Pittsburg, Kan.—A breakfast meeting 
will be held April 10 to launch the sec- 
ond stage of the war bond and stamp 


sales campaign, which has now reached 
$1,000,000 for the Pittsburg area under 
the direction of Gordon Angivin, general 
chairman. 


San Antonio, Tex.—A review of the 
regional meeting of the Texas associa- 
tion at Fort Worth was presented by 
President O. L. Butler. More attention 
is being given toward the cooperation 
of ordinary and industrial agents. Mr. 
Butler called attention to progress be- 
ing made in securing stricter licensing 
laws and qualifying examinations in 
Texas, 

Peoria, Ill—About 24 members who 
have completed the advanced salesman- 
ship course will be awarded diplomas 
Friday. Paul Speicher, R & R Service, 
will speak on “The Advanced Under- 
writer Builds a Career.” 

Oklahoma City— To cooperate with 
the industrial agents, the third Thurs- 
day of each month has been set for the 


regular meeting. Resolutions were 
adopted on the sudden death of Carroll 
Cc. Day 


P. B. Hobbs, Equitable Society, Chi- 
cago, will speak at the April meeting. 

Lansing, Mich.—C. T. Cravens, direc- 
tor of education Continental Assurance, 
predicted that 1942 life sales will equal 
the 1941 record despite the war handi- 
cap. The marked increase in spending 
power in 1942 should augur well for sale 
of life insurance. 

Commissioner Berry declared that life 
insurance has helped materially in in- 
creasing the present American standard 
of living. 

Birmingham, Ala.—Old sales problems, 
and new sales problems occasioned by 
the war, were discussed and studied at 
the annual sales congress. 

Instead of the usual outside speakers, 
this year all talks were given by local 
men. W. I. Pittman, R. G. Hicks, Milton 
Smith and R. H. Yoe spoke at the after- 
noon session, Sheffield Owen, Robert 
Bell, Alan Drennen and Pat McGaughley 
in the evening. 
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B. M. A. Holds Two Meetings 


Business Men’s Assurance held a 
sales conference at San Antonio, Tex., 
for agents under the supervision of 
State Manager A. W. Hogue. Presi- 
dent W. T. Grant, Vice-president L. L. 
Graham, Dr. C. B. Ahlefeld, assistant 
medical director, and J. W. Sayler, as- 
sistant to the vice-president, attended 
from the home office. 

A one-day meeting was held for 
Oklahoma agents at Oklahoma City, 
with Dr. Ahlefeld and Mr. Sayler. J. 
B. Johnson, Oklahoma manager, was 
in charge. 


State Farm Nebraska Meetings 


The State Farm companies will hold 
meetings in April and May in five Ne- 
braska cities. George Davies of the 
home office will talk at Grand Island 
April 20 to district and local managers 
on a training program that the company 
proposes to set up for personnel. Re- 
gional meetings will be held between 
May 11 and May 15 at Lincoln, Norfolk, 
Grand Island, North Platte and Scotts- 
bluff, at which Charles Conklin, head 
of the home office underwriting division, 
and C. V. Dunnock, division claim man- 
ager, will deal with underwriting and 
claim problems. 


Mack Agency Holds Conference 


CINCINNATI.—John J. Hughes, as- 
sistant director of agencies of North- 
western Mutual Life, and John H. 
Jamison, manager of field training, will 
attend a two day series of round table 
business sessions of the William J. Mack 
general agency here next Monday and 
Tuesday. 


Monarch Life Managerial Rally 


Twenty-one general agents of Mon- 
arch Life from the territory east of 
Pittsburgh gathered for a_ three-day 
meeting in Amherst, Mass., with many 
officials from the home office. 





Order four copies of Albert Hirst’s 
“When a Man Dies” for $1 from National 
Underwriter. 
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contingency. Make an appointment by return mail. Our Field 
Representative will meet you in your city. Address your letter to 


A. WALTON LITZ *® MANAGER OF AGENCIES 






All letters and inter- 
views will be held 
strictly confidential. 










MORTON BOYD °* 


INSURANCE COMPAN 


HOME OFFICE * LOUISVILLE, KENTUCKY 




















SELL ACCIDENT and HEALTH INSURANCE to MEET 


HUMAN NEEDS .... 

ACCIDENT and HEALTH, like LIFE Insurance should be 
PROGRAMMED. 

I. M. C. Co. policies and supplements make it possible to fit 
the coverage to your prospect's individual NEEDS. 
TERRITORY—ILLINOIS, INDIANA, MICHIGAN, WISCON- 
SIN, MINNESOTA, MISSOURI, MISSISSIPPI. 


is(—{LLINOIS MUTUAL CASUALTY CO.—~ 


Home Office — Peoria, Illinois 


ACCIDENT—SICKNESS—HOSPITAL—ATHLETIC SPORTS 
Insurance exclusively. 


An agency company for progressive agents. 


E. A. McCord, President C.. C. Inman, Vice-Pres. and 
Agency Director 





























Man’s Two Greatest 
Problems 


1. The ability to care for his wife and children in event 
of his premature death 
2. The ability to care for himself in old age 


Life insurance is the ene means by which both of these great 
problems can be solved at the same time. You, as a life under- 
writer, are fulfilling an important duty to society in assisting 
men and women to protect and preserve the financial security 
of themselves and families, 


Shenandoah Life Insurance Co., Ine. 


Roanoke, Virginia 
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AGENCY NEWS 


best all-around record of all ordinary 
agencies in Washington, Oregon and 
California for 1941. 





L. V. Drury Is 
Highly Honored 


L. V. Drury of Philadelphia, winner 
of the Sun Life of Canada cup for the 
branch office held to be most efficient, 
was presented with the trophy by Pres- 
ident A. B. Wood at a dinner in Phila- 
delphia. Not only did the Drury branch 
win this trophy but it was the leading 
unit of the company in volume for 1941. 

Mr. Wood was host at a dinner in 
Philadelphia for Mr. Drury and _ his 
agents and their wives after which din- 
ner was tendered. The toastmaster was 
Seth C. H. Taylor, superintendent of 
agencies for the eastern United States. 
Mr. Wood in his address told in most 
interesting fashion of the part Canada 
is playing in the war. W. S. Penny, di- 
rector of agencies, was also present and 
spoke appreciatively of Mr. Drury and 
his organization. 


Celebrate Merkle’s 30th 
Year, Winning of Plaque 


PORTLAND, ORE.—Agents of the 
Prudential ordinary agency in Portland 
and their wives celebrated the 30th an- 














HORACE J. MERKLE 


niversary of Manager Horace J. Mer- 
kle’s connection with Prudential. 

John Gallagher, assistant manager of 
the detached agency in Eugene, was 
master of ceremonies. 

The Merkle agency won the Pacific 
Coast championship plaque denoting the 





Lawton Marks 20th Year 
as Mutual, N. Y., Manager 





Richard F. Lawton manager of the 
New Orleans agency of Mutual Life of 
New York, was 
presented a com- 
memorative plaque | 
on completion of 20 | 
years with the com- 
pany as agency ; 
manager, Mr. Law- 
ton entered life in- 
surance with Mu- 
tual Life in 1915. 
He has been mana- 
ger in New Orleans 
for 19 years. In his 
career he has per- 
sonally sold more — 
than $2,500,000 of 
life insurance, and 
the agencies he has headed have pro- 
duced more than $145,000,000 of busi- 
ness. Presentation of the plaque was 
made by a committee of seven of the 
New Orleans agency staff who have also 
completed 20 years or more of service 
with. the company. 





R. F. Lawton 








NEW YORK 


BROOKLYN WAR BOND RECORD 


Every one of the 5,082 persons em- 
ployed in every branch of the insurance 
business in Brooklyn is now buying 
United States defense bonds out of cur- 
rent income, Noel D. Maxcy, general 
agent Equitable Society, and chairman 
of the insurance division of the Kings 
County Defense Bond Committee, an- 
nounced at a luncheon Monday. Pledges 
were obtained from all of the 261 in- 
surance offices in Brooklyn, the great 
majority being on the salary allotment 
basis. Mr. Maxcy said that the pledges 
amount to about $750,000 a year for 
the duration and that dozens of defense 
bond purchasing accounts have already 
been opened in Brooklyn banks. 





The plan for 100 percent coverage 
was originated by Alfred J. Johannsen, 
general agent Northwestern Mutual 


Life, and a member of the insurance 
division executive committee. Accord- 
ing to veteran insurance men it is the 
first time that the entire insurance in- 
dustry in any metropolitan area has got 
behind a project and put it over 100 
percent. 

Besides Mr. Maxcy and Mr. Johann- 
sen the executive committee included 
G. V. Austin, general agent Aetna Life; 
L. F. Bowne of Benedict & Benedict; 
and W. F. Ittner of Valentine, Ittner & 
Poggenburg. Divisional chairmen were 
G. V. Catuna, manager Travelers; A. 
G. Correll, general agent New Eng- 
land Mutual Life; ip en 
president Home Title Guaranty Co.; L. 
J. Dimitroff, manager Metropolitan 
Life; Alex Goldberger of Goldberger & 
Sons; Peter Locke of P. A. Locke & 
Co.; H. M. Parker, manager Phoenix 
Mutual Life; M. A. Schiff, general 
agent Paul Revere Life; J. F. Short of 
Short & McCourt; and D. K. Tuttle, 
president D. K. Tuttle Company. 





PARKER-ALLSTON TO MOVE 


Parker-Allston Associates, Inc., well- 
known advertising agency specializing in 
insurance company accounts, announces 
the removal of its offices on April 13 to 
116 John street, New York City. 

“Due to the increase during the past 
year in the number of insurance com- 
panies whose advertising is being han- 
dled by our agency,” said R. D. 
Parker, president, “it is now necessary 
that we have more space for the opera- 
tion of our business. Such expansion 
will provide additional facilities for serv- 
icing our present accounts, and the new 
location, in the heart of the insurance 
district, will make our offices more eas- 
ily accessible to all companies.” 

Parker-Allston Associates is now 
handling advertising for more than 50 
companies in all branches of insurance. 





N. ¥. AGENCY FIGURES 


The Harry Gardiner agency of John 
Hancock Mutual in New York City 
paid for $548,000 ordinary in March, 
$867,000 in annuities and $6,197,000 


PROPERTY 
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REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 








group, a total of $7,612,000. For the 
first three months ordinary was $3,572,- 
000, annuities $3,026,000 and group, $7,- 
227,000, a total of $13,825,000. 

The Fraser agency of Connecticut 
Mutual Life in New York City paid for 
$421,000 in March as against $410,550 in 
March, 1941. 

The C. B. Knight agency of Union 
Central Life paid for $3,344,571 in 
March. Total paid business for the 
first three months was $10,104,512 as 
against $6,706,530 for the corresponding 
period of 1941. 





EICHENGREEN ACTING MANAGER 


E. B. Eichengreen, assistant manager, 
has been appointed acting manager of 
the John A. McNulty agency of Pru- 
dential in New York City. Mr. Mc- 
Nulty, a West Point graduate, recently 
rejoined the army with the rank of 
captain and is now in Washington 
awaiting a permanent assignment. Mr. 
Eichengreen started with the McNulty 
agency in 1930 and two months later 
became assistant manager. He entered 
life insurance as an agent in Pruden- 
tial’s industrial department. In 1928 he 
went with Aetna Life and in 1929 
joined Penn Mutual, returning to Pru- 
dential the following year. 


Okla. Collections Nearly Doubled 


Commissioner Read of Oklahoma re- 
ports collection of fees and taxes for 
1941 as more than $2,000,000, largest in 
the state’s history, almost doubling the 
1940 total of $1,033,721. 

The doubling of the Oklahoma pre- 
mium tax undoubtedly is a major factor 
in the increase. 


General Agent J. C. Caperton of the 
State Mutual Life in Chicago will give 
a luncheon April 23 in honor of R. W. 
Frank, who qualified last year for the 
first time for the Million Dollar Round 
Table, writing $1,391,173 with total pre- 
miums of $68,432. 











— Build. 


YOUR OWN AGENCY, OR 
BOOST YOUR INCOME 


t 
Heres How: 
e 
The Wisconsin National helps you to 
success and security. It offers a new 
and attractive life agency plan with 
@ group of select and salable poli- 


cies—diversified policies—Life, Acci- 
dent and Health. 


Or, you can boost your present in- 
come. The Wisconsin National has 
the policies that will secure increased 
income for you through new business 
as well as renewals. Your commis- 
sions will be most liberal, supple- 
mented by prompt claim service. 


te Fors contract and territory in Wis- 
consin, Illinois, Minnesota, Michi- 


gan or Indiana, address Agency 
Manager. 
LIFE * ACCIDENT 


* HEALTH € 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 











| ACTUARIES i 


CALIFORNIA 


Barrett N. Coates Carl E. Herfurtb 


COATES & HERFURTH 
CONSULTING ACTUARIES 
582 Market Street 437 S. Hill Street 














SAN FRANCISCO LOS ANGELES 


ILLINOIS 

















DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


16@ North La Salle Street, Chicago, Illinois 
Tel. State 1336 














WALTER C. GREEN © 


Consulting Actuary 


211 W. Wacker Dr. 333 St. Charles Ave. 
Chicago New Orleans 
Franklin 2633 Raymond 0947 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 


—., 
M. Wolfm A. Tranklis 4636 
N. A. eee, i D. 
L. J. Lally 











INDIANA 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 








HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 














MISSOURI 








CARROLL E. NELSON 


Consulting Actuary 


915 Olive Street, Saint Louis 
Central 3126 














NEW YORK 


Established im 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Holran 
8 West 4th Street New York City 











Consulting Actuaries 
Auditors and Accountants 











Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 
secon gore ————— 





PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 

E. P. Higgins 

PHILADELPHIA 
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Chicagoans Plan Huge 
Fraternal Week Observance 


Plans are rapidly nearly completion 
jor the huge Chicago observance of Na- 
tional Fraternal Life Insurance Week 
on May 5 in the Mural Room of the 
Morrison Hotel at which an attendance 
of over 3,000 is expected. 

In addition to the outstanding speaker, 
C. D. De Barry, Catholic Order of For- 
esters, the general chairman, has an- 
nounced that various societies will pro- 
vide entertainment features, including 
folk dancers, a grand march of drill 
teams, a chorus, and a band. A fife and 
drum corps outside the hall will provide 
a stirring welcome for the visitors. 
Dancing will follow the formal program. 
There will be no admittance charge. 

Mr. De Barry will be master of cere- 
monies and the following committee 
chairmen have been named: Program, 
Miss Dorothea Nelson, Woman’s Bene- 


fit Association; reception, Alex Tros- 
trud, Royal League; entertainment, 
joseph F, Sheen, Security Benefit As- 
sociation; ushers, Mrs. Elizabeth Jen- 


nings, Order of Scottish Clans. 

The majority of the fraternal societies 
with members in Chicago were repre- 
sented at a general meeting at which 
the plans were formulated. 


Interest in Lodge Work 
Grows with Auto Economy 


The lodge activities of fraternals have 
been very greatly stimulated during the 
last two or three months, due to the 
curtailment of the use of the automobile. 
The various meetings are being at- 
tended in larger number and there is 
keener interest being shown in the pro- 
grams and projects of the local lodges. 
With an increased interest in the work 
of the lodge, it is almost certain that 
there will be a healthy increase in in- 
surance sales. 


Royal Neighbors Adopts 
War Clause on Men 


Royal Neighbors, Rock Island, II. 
has announced a war risk and aviation 
exclusion rider that is being attached 
to all new certificates issued on male 
applicants between ages 16 and 60 
years. It does not apply to women 
who apply for new insurance unless 
they are engaged in some occupation 
as the result of which they might be 
called to serve outside the United 
States in a noncombatant unit auxiliary 
to the military, naval or air forces of 
any country at war, such as registered 
nurses. 

This is a status clause applicable to 
deaths outside the United States and 
District of Columbia or deaths from 
wounds, injuries or diseases received or 
contracted outside this country in 
armed forces. It has the usual six 
months provision following termination 
of military service, two year travel 
clause and excludes aviation deaths ex- 
cept those occurring while as fare-pay- 
ing passenger in licensed passenger air- 
craft, etc. 








Cardwell to Equitable Reserve 


L. R. Cardwell of South Bend, Ind., 
has been appointed field supervisor by 
Equitable Reserve. He will cover the 
society’s entire jurisdiction assisting 
field representatives and in general or- 
ganization work. For a number of years 
Mr. Cardwell was connected with 
American National Life in an executive 
capacity and more recently was with 
Conservative Life at South Bend as 
superintendent of agencies. He and his 
family have lived in Logansport, Ind., 
but will establish a residence someplace 
else more centrally located in the Equit- 
able Reserve’s territory. 





First Catholic Slovak Ladies Union of 
Cleveland has been 
sota, 


licensed in Minne- 


Bradshaw and Saulman Are 
Named by Ben Hur 


A. S. Bradshaw has been named to 
assist W. E. Rider, president of Ben 
Hur Life. He becomes special repre- 
sentative of the home office and will 
develop the field force and work on 
production of new business. He has a 
very long service record with Ben Hur, 
having started as a home office employe 
and became auditor. Later he was 
transferred to field work and has been 
state manager in New Jersey, Missouri, 
Arkansas, Georgia and Texas at vari- 
ous periods in his 33 years with Ben 
Hur. He also was a special representa- 
tive traveling out of the home office. 
Mr. Bradshaw has moved his family 
from Little Rock where he was state 
manager for Arkansas and _ southern 
Missouri. 

Earl Saulman has been named spe- 
cial office assistant for Mr. Bradshaw 
and will work in the field headquarters 
at the home office, where he has been 
auditor. He is a brother of A. L. Saul- 
man, Tennessee manager of Ben Hur. 





Commissioner Berry Sees 
Good Era for Societies 


LANSING, MICH.—Prospects for 
fraternal benefit societies this year are 
bright, Commissioner Berry told the 
Michigan Fraternal Congress at _ its 
quarterly meeting here. War indus- 
tries are utilizing all available man- 
power and are thus appreciably raising 
the income level of the class to which 
fraternals have an especial appeal. He 
predicted selling efforts would be more 
than amply repaid in increased volume. 

The commissioner also paid a tribute 
to the life insurance institution as one 
of the most vital factors in creating and 


maintaining America’s high living 
standards. 
The meeting was attended by about 


75 society representatives. Miss M. C. 
Ladd, Gleaner Life, Detroit, president 
of the Michigan Congress, presided. 





Proceedings Are Distributed 


The proceedings of the meeting of 
the National Fraternal Congress Presi- 
dents Section held at Chicago late in 
February are being distributed this 
week by the executive office in that 
city. This is a 92-page booklet of good 
typography which presents a verbatim 
report of the meeting that was pre- 
sided over by President Francis Tap- 
tich. The vat gc work was done by 
Foster F. Farrell, N. F. C. manager. 


MANAGERS — 


Metropolitan Group Meets 
KANSAS CITY—The Western As- 
sociation of Metropolitan Life Managers 
held a full day’s conference here to dis- 
cuss 1942 production plans. Emile Arn- 
autou, a superintendent of agencies, at- 
tended from the home office and spoke. 
W. J. Slack, manager of the Westport 
district in Kansas City, president of the 
association, was chairman of the meet- 
ing. Plans were made for a week’s 
training school here in September. 
Managers attended from Missouri, 
Kansas, Nebraska, Oklahoma, and Iowa. 














Detroit Annual Meeting April 15 


The Associated Life General Agents 
& Managers of Detroit will hold their 
annual meeting April 15. 

James A McLain, president Guardian 
Life, will talk on “The Companies’ War- 
Time Attitude Toward the Field” and C. 
J. Zimmerman, Chicago general agent of 
Connecticut Mutual and past National 
president, on “Maintaining Agency 
Morale in Time of War.” This will be 


the second meeting on “Looking to the 
Future,” theme of the association’s 
spring program, 





To Discuss “Office Economy” 


“Office Economy” will be discussed 
at the meeting of the Milwaukee Life 
Insurance Cashiers Association, April 
14. Alfred Pahlow, assistant treasurer 
Old Line Life, will lead the discussion. 





Elect in Columbus April 13 


The Columbus Life Managers & 
General Agents Association will elect 
next Monday. This will be the last 
meeting until fall. 





Managers to Hear Jamison 


‘John H. Jamison, manager of field 
training of Northwestern Mutual Life, 
will address the Associated General 
Agents & Managers of Cincinnati at a 
meeting next Monday. 


first three months of 1941 and the gain 
in March over March was 29.6 percent. 

Security Mutual Life, N. Y.—Paid 
life business for the first quarter was 
more than 22 percent ahead of the same 
period of 1941. The accident and health 
department, now entering its third year, 
shows a gain of more than 100 percent 
in premium income over last year’s first 
quarter. 

Republic National Life—Gains of 33 
percent were recorded in the first quar- 
ter over the corresponding period of 


1941. February showed a substantial 
gain over January, and March a slight 
gain over February. The two last 


months each exceed a million dollars, 
making six months in the last seven to 
pass a million in monthly production. 


R. J. Wiese general agency, North- 
western National Life, Chicago. — Re- 
ports 21 percent increase in business in 
first three months, reflected in number 
of lives written and volume of business 
paid for. 











C. LU. 


Elrod Speaks in Chicago 


Milton Elrod of R. & R. Service ad- 
dressed the Chicago C. L. U. chapter 
at a luncheon Tuesday. President 
Roland Hinkle, Equitable Society, ap- 
pointed J. D. Moynahan, Metropolitan, 
chairman of the nominating committee 
to select a slate of officers for the an- 
nual meeting in June. Mr. Moynahan 
r: ——— of the American Society of 

U. G. S. Brown, Penn Mutual, 
a “national C. L. U. president, pre- 
sented the designation to R. T. Mark- 
ley, associate of Mr. Hinkle. Mr. 
Markley has just been admitted to the 
Illinois bar. G. H. Gruendel will have 
charge of the program at the annual 
meeting, whose date will be set later. 








New York Seminar 


The annual seminar on 
nomic and social trends, sponsored by 
the New York C.L.U. chapter will be 
held at Hotel Waldorf-Astoria May 15. 
Program details are in charge of a 
committee headed by A. J. Johannsen, 
Northwestern Mutual. Serving on the 
general committee are: Miss Sara Lewin- 
son, Massachusetts Mutual; John H. 
Brady, Home -Life; Karl F. Kellerman, 
New York Life; R. U. Redpath, North- 
western Mutual, and G. P. Shoemaker, 
Provident Mutual. 


RECORDS 


current eco- 








Volunteer State Life—For the first 
quarter of 1942 new paid for business in- 
creased 12 percent over the same quar- 
ter of 1941, 

Jefferson Standard Life—Paid busi- 
ness amounted to $14,111,236 for the 
first quarter, an increase of $1,000,000 
from the same period last year. The 
amount of business lapsing the first 
quarter was $1,500,000 less than for the 
first quarter of 1941. 

Seaboard Life—The first quarter was 
the best such period in history. New 
paid business was up 8 percent over the 
first quarter of 1941, while the gain in 
insurance in force was 25 percent ahead 
of that for the first three months of last 
year. In March new paid business was 
$835,000, 8 percent ahead of March, 1941. 
Lapses and decreases were only $70, 875, 
resulting in a gain in insurance in force 
of $764,000 for the month, which is an 
increase of 25 percent over March, 1941. 
This brings insurance in force above 
$33,000,000. 

The average commissions of Seaboard 
agents for 1941-was $3,281 per man, ex- 
clusive of any manager’s compensation, 
bonuses, or allowances. 

Capitol Life, Denver—Both paid and 
written business for the first quarter of 
1942 showed substantial gains. Paid 
business increased 39.4 percent over the 


The 
A. O. U. W. 


of North Dakota 


THE PIONEER OF FRATERNAL 
LEGAL RESERVE SOCIETIES 


Provides All Popular Forms of 


Life and Disability Insurance | 
@e 
A True Fraternal and a Mutual 
Life Insurance Association 
Home Office—Fargo, N. D. 
J 











WANTED: 
ONE ACE! 


Tf yoursales record rates you an “ace per- 
former” in insurance underwriting, you’ll 
be interested in the streamlined plan that 
Lutheran Brotherhood offers, including 
these built-for-sales features: 

1. The exclusive a of the 
Fraternal Plan of Life Insurance. 

2. An outstanding policy structure 
including the Increasing Protec- 
tion feature—a unique L-B ben- 
efit. 

3. An unexcelled system of pros- 
pect-contact that regularly pro- 
vides a high percentage of worth- 
while leads. 

Only one thing more is essential; ace 
sales pilotry by experienced underwriters. 
If you are such a man, and a Lutheran, 
we invite you to inquire into the excep- 
tional opportunities afforded by a Luth- 
eran Brotherhood contract. You'll find 
its “ceiling’’ unlimited for income! 
Address your letter, including statement 
of qualifications, age and experience, to 


LUTHERAN 
BROTHERHOOD 


Legal Reserve Life Insurance for Lutherans 
Herman L. Ekern, Fresident 


MINNEAPOLIS, MINNESOTA 








THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 
A. Legal Reserve Fraternal Benefit Society 


Bina West Miller 
Supreme President 


Frances D. Partridge 
Supreme Secretary 


Port Huron, Michigan 
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Last Minute Policy and Dividend Information 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician. 


these weekly reports supplement the data contained in the Little Gem. 
published in March at $2.50 a copy, and the Unique Manual-Digest, 
published in May at $5 a copy. 
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ene as A BX. As a matter of fact, 
it should be designated as A Be x 
because it contains the so-called foreign 
travel exclusion, denying recovery if the 
assured shall die within two years as a 
result of war while outside the states 
of the United States, District of Colum- 
bia and Canada or within six months 
after return. 


Equitable of Iowa Issues 
New Whole Life Par Policy 


Equitable Life of Iowa has added an- 
other policy to the participating depart- 
ment, a preferred whole life, paid-up at 
age 85. The minimum amount issued 
is $5,000. While the premium per $1,000 
runs only slightly higher than that for 
the ordinary life, the dividend illustra- 
tion based on the 1942 scale is consider- 
ably higher. Premium rates without 
disability or double indemnity and 
sample dividends follow: 

7——Dividend end of :——_, 










Ist 5th 10th 15th 20th 

Age Prem. year year year year yeal 
10 ...$14.95 $5.09 $5.21 $5.39 $5.60 $5.84 
1i ... 19.20 5 5.41 5.63 5.88 
12 15.46 5 5.45 5.67 5.93 
| a 15.74 5 5.48 5.71 5.98 
14 16.02 5 5.50 5.74 6.02 
15 16.32 5 5.54 5.79 6.08 
16 16.63 5 5.57 5.83 6.13 
17 16.96 5 5.62 5.89 6.20 
18 17.30 5 5.66 5.93 6.26 
i ae 17.66 5 5.69 5.98 6.32 
20. 18.02 & 5.73 6.03 6.38 
21 18.42 5 5.79 6.10 6.46 
22 18.82 5. 5.83 6.15 6.52 
23 19.25 5. 5.89 6.22 6.61 
2a. ES.70 5. 5.94 6.29 6.69 
25 20.17 5. 6.00 6.36 6.78 
26 20.66 5.5 6.07 6.44 6.87 
27 21. 6.52 6.96 
28 6.60 7.05 
29 6.69 7.16 
30 6.7% T.26 
31 6.87 7.37 
32 6.97 7.49 
33 7.07 7.60 
34 7.18 7.73 
35 7.29 7.86 
3 7.41 T33 
37 7.53 8.12 
38 7.67 8.27 
39 7.79 8.40 
40 7.9% 8.5 
41 8.03 8 
42 8. 

3 8.3! 

44 8.5 

45 AOE 

46 8.95 

47 5 
48 y 
49 Fe 
50 is 
51 ‘ cf 
52 t}. 
53 41; 
54 102 
55 1.21 12. 
56 1.52 12.34 
57 1.84 12.68 
58 2.17 13.05 
59 2.52 13.43 
60 2.86 13.82 
61 3.24 14.27 
62 3.62 14.73 
63 4.01 15.24 
64 4.41 15.80 
65 4.82 16.43 


Atlantic Life Reduces Its 
Dividend Scale for 1942 


A reduced scale of dividends effective 











April 1 has been adopted by Atlantic 
Life. An illustration of these dividends 
follows: 
Whole Life Preferred Risk 
Vemma). idend end of year:——— 
Age 1 5 10 15 
20 $1.00 $2.73 $3.07 $3. 71 x 
25 1.00 2.69 2.96 3.51 ‘5 
30 1.00 2.51 2. 3.47 3.94 
35 1.00 2.14 2. 3.02 4.02 
40 1.83 2. 3.45 4.03 
45) 1.49 2. 3.38 4.16 
50 1.00 1. 3.44 4.21 
55 . t. 3.15 4.24 
20 Payment Life 
20 $1.00 $6.17 $6.55 $7.73 
25 1.00 6.47 6.75 8.12 
30 1.00 6.67 7.07 8.65 
35 1.00 7.03 7.54 9.31 
40 1.00 7.59 8.20 10.30 
45 1.00 8.35 9.19 11.43 
50 1.00 9.54 10.31 12.87 
55 1.00 11.01 11.85 14.74 
60 1.00 12.93 13.76 16.96 
65 1.00 15.79 16.35 20.34 
20 Year Endowment 
20 ~=$1.00 $1.00 $4.82 $5.74 $8.21 
25 1.00 1.00 5.04 5.86 8.43 
30 1.00 ‘ 5.18 6.07 8.70 
35 1.00 5.44 6.39 9.09 
40 1.00 5.85 6.83 9.64 
45 1.00 6.41 7.52 10.33 
50 2.50 7.35 8.32 11.26 
55 5.52 8.44 9.43 12.53 








Three New | Forms Issued 
by Bankers of Neb. 


The new series of 3 percent policies of 
Bankers Life of Nebraska includes three 
new forms which the company hereto- 
fore has not issued. These are the 
“economizer,” life expectancy term and 
modified life. 

The “economizer” provides an estate 
program which in one unit gives $500 
cash at death for cleanup fund, $30 a 
month income during the children’s de- 
pendency period, or to the widow for the 
same term, and $1,000 at age 55, or an 
income for 10, 15 or 20 years certain and 


for life, the amount dependent on at- 
tained age. If assured lives he receives 
after age 65 a $10 per month in- 


come for life, or he can take $1,479 cash 
at 65. 

Both the “economizer” and term ex- 
pectancy will be written on a sub-stand- 
ard basis. All three are nonparticipat- 
ing. The illustrative premium rates for 
these three forms at quinquennial ages 
(life expectancy term premium rate 
being the same as the initial premium of 
modified life) are: 


” 


Econ- -—Modified Life-~ 

omizer Initial Subs. 
Age (Male) Prem. Prem 
Bo lke we a aeeanee $41.95 $10.38 $47.55 
(ae 47.85 11.35 49.79 
BOS eke dere cues 56.14 12.92 54.30 
CU ald ucglaca stereteee 68.47 14.74 57.17 
BOP gee wn esones 72.32 17.74 62.79 
MO Kndeenda a 80.3 21.81 68.22 
LC BARES RA eee: 97.28 27.97 75.79 
GE ard maid orale eagle 7 37.36 86.68 
jenna acer ae area 50.10 98.90 


alee as to War Clause 


on Term Conversions 


Manhattan Life has announced that 
if a term policy does not contain a 
military, naval or aviation restriction 
the policy issued on conversion will 
also be free of such_ restrictions, 
whether conversion is as of the date of 
issue or of the date of conversion. How- 
ever, if the term policy contains a war 
clause and is later converted, the new 
policy will contain the same clause. 


(MORE POLICY NEWS NEXT PAGE) 


Plowshares Into omnis 


The annual statement booklet of 
United States Life is built around the 
theme, “Plowshares Into Swords.” It 


features a statement by President Mans- 
field Freeman on the aims and ideals for 
which America is fighting. The booklet 
is bound in blue and reproduced in black 
and white on the front cover is a stylized 
illustration of a farmer with a plow 
casting the shadow of a sword over his 
land. 

“As we turn our .plowshares into 
swords and gird ourselves for a long 
struggle in the world war, one supreme 
conviction steels our courage, strength- 
ens our resolve,” Mr. Freeman states. 
“We fight above all else, to preserve for 
ourselves and for all men everywhere, 
an ideal of liberty under 
constitutional law.” 





19 


California dee Can't 
Charge Programming Fees 
LOS ANGELES—Life agents mak- 


ing surveys of life insurance programs 
and charging the insured a fee for bring- 
ing his program up to date are insur- 
ance “analysts” under the new law and 
must be licensed as such, the California 
department holds. The department’s at- 
tention has been called to the practice 
of charging a fee for programming with 
the idea that if new insurance is bought, 
the commissions will be credited against 
the fee. The department holds that this 
practice is not only in violation of the 
analyst law but the rebating statute as 
well. There is no objection to program- 
ming by life agents if fees are not 
charged and their only compensation is 
the commissions on additional insurance 
purchased. 

Up to the present time, it is under- 
stood that not a single analyst license 
has been issued by the department, the 
only applicants taking the examination 
having failed to pass the test. 


Query on War Riders After Lapse 


DES MOINES — The Iowa depart- 
ment has asked the attorney-general’s 
office for an opinion on whether life 
companies can attach a war clause to 
policies reinstated for lapse of payments. 

The companies contend that the war 
riders can be attached. However, a 
Canadian court decision has held against 
such a procedure. 





New Western & Southern Rates New Metropolitan Dividends 





PREMIUM RATES PER $1,000 (Non-Participating) 


| (CONT'D FROM PRECEDING PAGE) 
Amer. Exp. 34% 9 ILLUSTRATIVE NET COST—NET PAYMENTS ($1,000) .tAmer. Men Ult. 234% 


|These dividends are not guarantees or estimates. 





They merely illustrate amounts 





























































































































































(a) | available if existing conditions prevail. 
t ° = : 
~, En- 20 30 En- En- 20 * Family | 
Com-| dow- | peo. | ped. | Year | Year dow-| dow-| Pay. | 5 | Security | (ORDINARY) FAMILY INCOME (a) 
cial | ™e2t | ment | ment | E2- Bars nee ae mee ye Year Per |$10 Monthly Income from death to 20th Anniversary of issue followed $1,000 lump sum 
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Limits—$500 to $100,000; does not accept reinsurance. 
and single women, ages 15-35, incl., 
all but Term, Commercial Whole Life and Family Security. 

Semi-annual rate, 52% of annual; quarterly, 26.5%. 

tMinimum policy $5,000. *Convertible. 


Ages 0-60. Non-Medical: 1: Malee| 
$1,500; ages 36-40, married women, ages 15-35, Incl. $500; | 


Minimum policy $3,000. 


| tModified below Age 20. 





The new 
the Little 


premiums shown 
Gem Life Chart are soo! 


tive for Western & Southern new policies. r 
has discontinued endowment forms of less than 20 years 


duration. 


Increases vary with the importance of the interest fac- 
tor. Thus, on endowments the greatest increases are found 





in the above page from 


1 


to become effec- 
The company 





tNet Payment for 15 years. 
*Settlement Dividend payable on surrender only if declared at time of surrender. 


while no change whatsoever is made in term rates. 
ability rates and surrender values are not affected. 
Settlement options in the new contracts will be based 
on an interest rate of 2%4 percent, a decrease of % percent 
from the old tables. 
Industrial rates are changed in much the same degree 
as the ordinary department. 


(b) Not issued for less than $2,500. 


Dis- 
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Monemeatid on 3% Boats | Increases 
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Non- Par Rates 








Monumental Life of Baltimore has adopted the more Premium increas 
conservative American men ultimate table of experience | 
at 3 percent for the calculation of premiums and cash tection to age 65, 
values, effective May 1. The new increased rates and agreement forms h 


tirement 
tinued by the non 


values are shown in detail in the page below from the Lit- income at 


tle Gem Life Chart 


Monumental Life, Md. 


cept term are announc ed by Central Life, Ill. 


es on all non-participating contracts ex- 
Double pro- 
triple protection to age 60 and family 
ave been added and 10 payment life, re- 
id 10 year endowment contracts discon- 


-participating dep ent. 
participating department 


Central Life, Il. 
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| PREMIUM RATES PER $1,000 


Amer. Exp. 312% 
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And 20 Year Term 
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Semi-annual rate 52% of annual; quarterly 2¢ ; monthly 9%. 
*Non-renewable; convertible within 7 years. 
$$2,500 Insurance first 20 years. Minimum initial amount $2,500. 


Ages 0-60. 


Limits—$1,000 upwards; rei 





Limits—$! 500 upwards. 


ACCIDENT AND HEALTH 


and accidental death benefits which are 
a part of life insurance policies. 





Okla. Requires Pro Rata 
Refund Rider on All 
Policies of Service Men 


Companies writing accident and health 
insurance are somewhat concerned Over 
a ruling of the Oklahoma department 
which requires the attachment to all 
policies now in force as well as those 
to be issued hereafter of an endorse- 


Announce Conference Home 
Office Management Program 


Increasing interest is being displayed 
by all insurance companies in personnel 
problems and conservation of materials 
used by home offices due to the war. 
These and other related problems will 


Ages...... Mo. 2 3 4 5 6 7 8 9 10 = = = — 

End. 9 x % 5E 60 61 62 63 65.67. .20 73..~-~.46 Semi-annual rate 52% of annual; quarte’ vy 26.5% 
2s i! ee 9% .94 .95 97 -98 1.00 1.02 1.06 1.09 1.13 yy policy $5,000. <cne : 

20 Year End....... 2.12 213 213 213 213 213 213 2.13 214 214 2.14 +$1,000 Insurance to age 65, thereafter. 


tConvertible up to 5 years from expiration. 
(a)Non-renewable but convertible within 3 years. 





ment requiring pro rata return of any 
premium paid “for any period not cov- 
ered by the policy by reason of military, 
naval or air service for a country at 
war,” on request of the insured. 

To carry out the requirement in re- 
gard to existing policyholders, it would 
be necessary to send registered letters 
to every policyholder in Oklahoma. Ef- 
forts are being made to secure the elimi- 
nation of this provision. 

Practically all of the companies are 
continuing coverage of men in service 
while in the continental United States 
and in some cases in Canada, except for 
injuries sustained by an act of war, so 
that there is no real suspension of cov- 
erage on account of service. There have 
been some requests for pro rata can- 
cellation where the insured has been as- 
signed for service outside of the United 
States, which usually are granted with- 
out any question. 

The order does not apply to disability 





be discussed at the home office manage- 
ment session at the annual meeting of 
the Health & Accident Underwriters 
Conference in Kansas City, May 25-28. 

E. A. McCord, Illinois Mutual Cas- 
ualty, chairman of home office manage- 
ment committee of the conference, has 
drafted a program for this session con- 
sisting of the following topics and dis- 
cussions: “Home Office Personnel Re- 
placements,” L. D. Ramsey, Business 
Men’s Assurance; “Conservation of Ma- 
terials and Office Equipment,” Kenneth 
O’Connor, Maccabees; “Handling Ap- 
plications,” E. A. Long, Mutual Benefit 
Health & Accident; “Handling ~e 
ords,” M. W. Hobart, Ministers Life 
& Casualty. 


Franklin Life A. & H. Offices Move 

The accident and health department 
of Franklin Life, which, due to lack of 
space in the company’s home office, has 
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; monthly 9.2%. 


Minimum policy $2,000. 
Minimum policy $2, 
Minimum polic Vv $5 
accepts reinsurance. 






Ages 0-65. Non- 
Medical: $3,000 men; single wage-earning women $2,000; ages 0-40; all but Term and Select 


Risk. 


nsures over $15,000; 


been in temporary quarters since its 
opening earlier in the year, has been 
moved into permanent offices in the 


Sangamo Club building, Springfield, Ill. 

The entire third floor of the building 
has been remodelled and redecorated to 
accommodate the personnel of the acci- 
dent and health department and to pro- 
vide offices for Springfield city agents. 


Tell Great-West A. & H. Plans 

FARGO, N. D—The new accident 
and health program of Great-West Life 
was introduced at an agency meeting 
here. A. H. Robinson, supervisor of field 
service from the home office in Winni- 
peg, was the speaker. 

Representatives here 
Miracle of Dickinson, I. Miller of Bis- 
marck, C. Fluetsch ‘of Jamestown, A. 
Melby of Oakes, S. H. Jenson of Guelph, 
H. E. Allison of Grand Forks, and C. J. 
Beiseker of Fargo. H. O. Anderson, 
manager of the Fargo branch, was in 
charge. 


included R. R. 


Quits Commercial, Monthly Field 


National Life & Accident has discontinued 
writing commercial and monthly pre- 
mium accident and health contracts and 
is now confining its activities in the acci- 
dent and health field to weekly premium 
policies. 


Wis. National Has Big Gains 


New accident and health business, of 
Wisconsin National Life in March in- 
creased 55.7 percent over March, 1941. 





Feiesin 10, 1942 





New business for the first quarter is up 
51.1 percent. 

Premium collections increased 41.6 
percent in March and 30 percent for the 
quarter, 

G. A. L’Estrange, manager of the de- 
partment, attributes most of the increase 
in March to the stimulation _ by 
Accident & Health Insurance Week 


Rogers Is Program Chairman 

NEW YORK—Paul H. Rogers, as- 
sistant secretary of the accident depart- 
ment of Aetna Life, is chairman of the 
program committee for the annual meet- 
ing of the Bureau of Personal Accident 
& Health Underwriters, to be held at 
the Westchester Country Club, Rye, N. 
Y ane 4-5. 


Secks to sili Pathfinders Suit 
LINCOLN, NEB.—A motion to dis- 


miss without prejudice the suit brought 


by Conrad Huber, California policy- 
holder, against Insurance Director 
Fraizer and certain policyholders of 


Pathfinders Life of Grand Island, was 
filed in federal district court on behalf 
of Huber. 

Huber brought suit asking restoration 
of the company and its assets to the 
policyholders, $125,000 triple damages, 
and an order restraining interference 
with company operation. 


Carrier Outlawed; Claims Barred 

COUNCIL BLUFFS, IA.—Benefici- 
aries of deceased certificate holders in 
the outlawed Colonial Benefit Associa- 
tion of Council Bluffs were denied the 
right to collect on claims submitted to 
the association’s receiver in a decision 
handed down by District Judge Roe. 

The 33 claimants had asked payment 
under “insurance policies” issued by the 
association. Judge Roe held that since 
the courts had ruled the association was 
not an insurance company in accordance 
with the laws of Iowa, the claims were 
invalid. 
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and refurnishing gives Hotel 


gram redecoration 
Syracuse 600 up-to-date rest- 
ful rooms — four excellent 
restaurants. Ranking name 
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Next time in Syracuse, stop 


and _ entertainers. 


at Hotel Syracuse. 


600 Rooms from $3.00 Single 
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LIFE INSURANCE EDITION 








AT NATIONAL ASSOCIATION OF LIFE UNDERWRITERS MID-YEAR MEETING IN MEMPHIS: 


Grant Taggart, California-Western States Life, Cowley, Wyo., national vice-presi- 
dent; Miss Joy Luidens, secretary Chicago Association of Life Underwriters; Major 
Victor Grant of Colorado, defense savings bond worker; Hugh B. Jones, New York 


Ralph W. Hoyer, general agent John Hancock Mutual, Columbus, national trustee; 
Judd C. Benson, Union Central general agent, Cincinnati, and chairman N. A. L. U. 
nominating committee; W. S. Leighton, New York Life, Minneapolis; James E. 
Rutherford, general agent Penn Mutual, Seattle, national trustee, and E. J. Sherman, 
Penn Mutual, Minneapolis. 


“Points,” agents’ publication of Mutual Life of New York since 1901, has 
adopted a new format and it now has 16 pages of exceptionally well edited 
and presented salés material. Its attractive new cover is shown above. 
“Points” is now edited by Roger Bourland, director of sales promotion, 
and E. V. Sullivan and L. T. Wagonner, agency assistants, 


Life, general chairman of Memphis committee; R. A. Dozier, Memphis general agent 
Columbian Mutual Life, and W. N. Hiller, Penn Mutual, president Chicago Associa- 
tion of Life Underwriters. 


Group of Tennessee leaders—Harry M. Watson, Connecticut Mutual, Knoxville; 
W. F. Hughes, Massachusetts Mutual, president Memphis association; E. T. Proctor, 
Northwestern Mutual, Nashville, and B. H. Odom, Phoenix Mutual, Chattanooga. 


es 
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Holgar J. Johnson, president Institute of Life Insurance; Allen Gates, Penn Mutual 
Life general agent, Little Rock, and Eric Johnson, vice-president Penn Mutual Life. 


Mutual Life group—J. Frank Trotter, Kansas City manager; J. Roger Hull, vice- 
president, and J. Frank Hall, Memphis manager. 
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Brand New ! 
“CHILD HEALTH and CARE” 


A widely useful, New “Door-opener’’—that 
“GETS YOU IN’’—under favorable circumstances! 





On of the most effective as well as fundamental life insurance approaches, as you know, is 
the appeal to parents regarding their young children. Every mother and father wants what 
is best for their youngsters and is glad to talk about them. Furthermore, there are some 25 
million children age 10 or under. Thousands of agents have built substantial “family clients” 
through close attention to the children. 


An Easy Approach to a Big Market! 


Wu LE certain classes of prospects have recently been removed from the immediate picture, 
the approach through children is stronger than ever. Juvenile insurance itself is no 
“penny-ante” business—having great possibilities right now for almost every agent. More 
important, however, is that the Juvenile approach very often leads to adult business, too— 
so often in fact that many leading underwriters use this approach in nearly all cases. 


Answers the Watchful Mother’s Questions! 





Cup HEALTH AND CARE fits right into this important picture. It is not just another 
“baby book”—but rather a child book of real interest to parents that runs far beyond the 
baby stage. It answers many of the health questions that worry every parent. It shows 
what simple and attractive foods supply the necessary vitamins. Furthermore, its use is not 
limited to approaches for Juvenile insurance, 


A Quick Re-assuring Guide—that will be appreciated! 





C HILD HEALTH AND CARE is really a boiled down summary of essential information 
about children. Very different from anything else now available it will prove most helpful 
_in practically every family case—likewise with grandparents, various child groups and with 

all prospects in the field of educating the youngsters. 


Get “CHILD HEALTH and CARE” into Your Prospect’s Hands 





PRICED LOW—For Wide Distribution! 


6 Or . Order) . 100 copies aia 
inimum Order : 
a “CHILD HEALTH " 
25 copies , +1000 copies and CARE 


b es ] Imprint as (] Charge ¢ M 
50 copies : (Less in Larger Quantities) per attached my ean e is Ane ool 


Mail this Coupon for yours Today! 


tincludes Cost of Your Imprint. On smaller 
quantities, add $5.00 for any imprinting. 


Helps Get Parents to Talking 
About Their Children 








City ..... 
*(Attach check on orders for 25 or less) 


To The National Underwriter Company 
420 East Fourth Street, Cincinnati 





